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A RAND MSNALLY PUBLICATION 


here’s what they say 
in New Jersey and 
North Carolina about the 


Burroughs Commercial Tellers Machine 


“Your commercial teller’s machines Lave 
given us faster window operation, 
quicker proof of teller cash, both in and 
out, smoother flow of teller items to the 
proof department, and better operating 
control over deposits and checks cashed 
. . . have proved to be one of the best 
investments we have made in service to 
our customers.” 


Hudson Trust Company 
Union City, New Jersey 


“Customers have expressed their ap- . Banks in 46 states, serving nearly five million depositors, 


proval of receipt . . . their appreciation are using Burroughs Commercial Teller’s Machines. These ma- 
of improved service. Tellers are able to 


handle deposits at greater speed, there- chines will speed customer service . . . add efficiency to internal 
by reducing time required for customers accounting . . . improve customer relations for your bank, too. 


at window. In addition, we have a much Call vour local Burroughs office today. 
better audit control on our tellers’ work. : 


Our year’s experience has proved the ne ; P 
nists 6 nse enasbieee* WHEREVER THERE’S BUSINESS THERE’S 


The Commercial National Bank 


Charlotte, North Carolina Bu rrough ) 
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Scene of a 
Momentous Meeting 


“Good claret, good bread, cold ham, tongues 
and mutton” were served by Admiral Lord 
Howe when three Signers of the Declaration 
of Independence visited him on September 
11, 1776. The occasion, however, was not a 
social meeting, but the first peace confer- 
ence of the United States, arranged by the 
British in the hope of ending the Revolution. 

The meeting place was the home of the 
Billopp family on Staten Island in New York 
harbor. The three Signers whom Congress 
authorized to hear Admiral Howe’s propo- 
sition were Benjamin Franklin, John Adams 





The three American delegates hear Howe's ultimatum 
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and Edward Rutledge. Despite the gravity 
of the situation, all three committeemen 
conducted themselves with the utmost good 
nature and parried Howe’s remarks with 
witty rejoinders which evidently baffled him. 
When he declared that if America were to 
fall, “I should feel and lament it like the loss 
of a brother,” Franklin replied with a bow 
and a smile, “We will use our utmost en- 
deavors to save your lordship that mortifica- 
tion.” The admiral completely missed the 
point. 

The conference soon ended, for Admiral 
Howe’s basis for peace was the colonists’ 
abandonment of independence, while the 
delegates emphatically refused to consider 
such terms. 

Built before 1688, though the exact date 
is unknown, the Billopp house was old even 
at the time of the conference. The property 
was granted in 1676 to Christopher Billopp, 
captain in the British Navy, and remained 
in his family’s possession for many years. 

When the British occupied Staten Island 
during the Revolution, the house was owned 
by Colonel Christopher Billopp, the cap- 
tain’s great-grandson, and was being used 
as a barracks at the time of the peace con- 
ference. Suspected of Loyalist sympathies, 
Billopp was twice taken from his home and 
temporarily put in irons. On one of these 
occasions, after watching him through a 
spyglass from a church steeple in nearby 
Perth Amboy, a band of patriots rowed 

















IN» 





) 





prtsed 








7 
















eee ee Ae “= 
cd Se eee 4 a 


This old print, showing rear view of the house, 
is evidence that restoration was highly necessary 


across and took him captive. 

Fortunately, the thick fieldstone walls of 
the Conference House have withstood the 
ravages of time and mistreatment, and it 
has been restored through the generosity of 
various organizations and private donors. 
It is now owned by New York City and is 
maintained by the Conference House 
Association as a memorial to the three com- 
mitteemen and their re-affirmation of the 
Declaration of Independence. 


os * * 


The Home, through its agents and 
brokers, is America’s leading insurance 
protector of American Homes and the 
Homes of American Industry. 


*x THE HOME * 


Home Office: 59 Maiden Lane, New York 8,N.Y, 
FIRE ° AUTOMOBILE ° MARINE 


The Home Indemnity Company, an affiliate, 
writes Casualty Insurance, Fidelity & Surety Bonds 
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Statement of Condition April 11, 1949 


ASSETS 


Cash and Due from Banks 


United States Obligations—Direct and fully Guaranteed 
$3 441,215,733.26 


Unpledged 


Pledged—To Secure Public Deposits and 
Deposits Subject to Federal Court Order 
To Secure Trust Deposits 

Under Trust Act of Ilinoi= 


Other Bonds and Securities 


Loans and Discounts 


Real Estate (Bank Building) 
Federal Reserve Bank Stock 


Customers’ Liability Account of Acceptances 


Interest Earned, not Collected 


Other Assets. é 


Capital Stock 


Surplus. : R 


Other Undivided Profits 


LIABILITIES 


Discount Collected, but not Earned. 


Dividends Declared, but Unpaid 


Reserve for Taxes, ete. 


Liability Account of Acceptances 


Time Deposits . 


Demand Deposits 


Deposits of Public Funds . : , ‘ 175, 5¢ 
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$  75,000,000.00 
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2,888,955.55 
1,209,494.82 
1,500,000.00 
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3,662,195.19 
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2,946.11 
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Condensed Statement of Condition, March 31, 1949 


RESOURCES 
Cash on Hand, in Federal Reserve Bank, and 


Due from Banks and Bankers. . 
U. S. Government Obligations . . 
Loans and Bills Purchased . 
Public Securities . . . . «$ 
Stock of Federal Reserve Bank . 
Other Securities and Obligations . 
Credits Granted on Acceptances . 
Accrued Interest and Accounts 

MGGNGNEG« « «© « @ & 8 
Real Estate Bonds and Mortgages 


Bank Premises . . . . «+ -« 
Other Real Estate . .... =. 


Total Resources . . 


- $ 697,335,740.28 
920,757,578.35 
- « 1,012,290,013.76 


85,669,472.40 


9,000,000.00 
8,603,449.38 
10,373,456.80 


6,810,077.26 


2,364,525.12 


122,820,980.96 

° 4,749,272.78 

A ae ee ee 36,633.05 
$2,757,990,219.18 


LIABILITIES 


Capital ot sa. % 
Surplus Fund . .. « « « 
Undivided Profits . . . . . 


-$ 100,000,000.00 
200,000,000.00 


69,303,268. 16 





Total Capital Funds . . . . 
Deposits . . « « «© « e 
Treasurer’s Checks Outstanding . 

Total Deposits . . . . « - 
Acceptances . . s « « of 
Less: Own Acceptances Held 

for Investment . . . « « 


Dividend Payable April 1, 1949. 

Items in Transit with Foreign 
Branches . - + «© « e« e 

Accounts Payable, Reserve for 
Expenses, Taxes, ete. .« «. - 


Total Liabilities . . 


Securities carried at $132,663,672.88 in the 


. $2,267,890,884.65 
41,649,391.54 


- $ 369,303,268.16 


7 2 « « « 2,309,540,276.19 
15,414,998.67 
4,232,004.99 


11,182,993.68 
3,000,000.00 


707,019.45 


__ 64,256,661.70 


__79,146,674.83 
. $2,757,990,219.18 
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STATEMENT OF CONDITION, MARCH 31, 1949 


RESOURCES 


Cash and Due from Banks . . . $1,325,879,659.83 
U. S. Government Obligations. . 1,334,139,329.36 
State and Municipal Securities. . 54,311,970.77 
Other Securities . . oe 124,407,305.44 
Loans, Discounts and a 

Acceptances . . “a 1,524,426,114.75 
Accrued Interest Reciduiite ; 9,661,034.26 
Mortgages . . . : =, 27,896,251.71 
Customers’ Accepmace Liability . 19,074,536.92 
Stock of Federal Reserve Bank. . 7,950,000.00 
Banking Houses . ... . 29,95 1,664.46 
Other Assets « « © «© © « 3,732,680.89 


$4,461,430,548.39 


LIABILITIES 


Deposits. . « « ° . « « $4,067,176,570.40 
Dividend Payable May 2, 1949 mm 2,960,000.00 
Reserve for Taxes, Interest, etc. . . 10,978,876.13 
Camet Eesmeises 6k sl 11,092,660.03 
Acceptances 
Outstanding .« . $ 21,288,248.69 
Less Amount 
in Portfolio . is 4 353. 16 19,762,895.53 
Reserve for Contingencies . . . . 19,996,093.53 
Capital Funds: 
Capital Stock. . $111,000,000.00 
Surplus. . . . 154,000,000.00 
Undivided 
Profits . . __ 64, 463, 452.77 
329,463,452.77 
$4,461,430,548.39 


United States Government and other securities carried at $319,168,700.00 are pledged to 
secure public and trust deposits and for other purposes as required or permitted by law. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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Vestibule Training Avoids Employing 
Persons Unsuited To Banking 


Girls whose capabilities do not fit them for bank work 
are discovered more quickly by the method described here 
as “vestibule” training than by “on the job” training. 


By VIRGINIA SPICER 


Training Instructor 
National Bank of Detroit, Mich. 


OST of my working life has 

been spent in a bank, and I feel 
I have many friends among my as- 
sociates here. Therefore, to me, my 
job is a most interesting one. 

I am charged with the responsi- 
bility of training junior girls who 
start with the bank as pages for a 
few weeks and then are put through 
a course in commercial machine 
bookkeeping. Not only do I act as 
their teacher, counselor, confidant 
and friend, but sometimes I feel I 
get even closer to these girls than 
their mothers. With this nearness to 
them I find each is an individual 
with strong desires to do the very 
best job she can. I try always to re- 
member this first job of theirs is at 
an impressionable period of life and 
the right start means so very much 
as future employees. 

Naturally, if we like our job in 
the bank, we find it very easy to 
pass that feeling on to others. I feel 
that I should let the trainees know 
I feel this way by lending a helping 
hand. Some feel our enthusiasm 
readily—others need more help and 
understanding—that’s the interest- 
ing part of teaching. 

I try to get close to these girls— 
win them and lead them—so they 
too may like their jobs and tell 
others of their feelings. 

It requires a constant effort to 
impress them with the importance 
of their appearance, that their 
“bobby socks” days are over and 
that they are being observed as rep- 


resentatives of the important insti- 
tution where they work. Stockings 
should be worn, hair neatly combed, 
and other important points of eti- 
quette observed. 

All of our beginner bookkeeping 
classes are kept small (not more 
than eight), assuring more individ- 
ual training. 

As I look back on individual in- 
stances of trainees who have gone 





Highlights Of The Training 
Plan 

1. The girls are helped to real- 
ize that their personal appear- 
ance and conduct in the bank 
must be appropriate to the im- 
portance of the institution in the 
community. 


2. When criticisms are needed, 
they are followed as soon as pos- 
sible with a “pat on the back”— 
some well-deserved compliment. 


3. Descriptive tours to all de- 
partments of the bank are con- 
ducted to enable trainees to get 
an idea of their future opportu- 
nities. 

4. Visual aids are used to 
show how to find differences and 
how to recognize forgeries. 


5. A graduating ceremony im- 
presses the trainees with the im- 
portance of their accomplish- 
ment. 


6. The confidential nature of 
all bank transactions is continu- 
ally emphasized. 


5 


through my bookkeeping classes (I 
have trained over 200 in the last 
four years), I believe that, if I were 
asked to choose the ideal type of 
bookkeeper, these would be her pre- 
requisites: 

1. About 5% feet tall with enough 
convenient reach for the necessary 
handling of ledger sheets from tray 
to machine. 

2. A personality package (ap- 
pearance, body, clothing, manners) 
with plenty of enthusiasm, sincerity, 
tact, and courtesy. 

3. Punctual in habits. 

4. At least a fair amount of pa- 
tience. 

5. One who wants to work for a 
living. 

6. A general sense of humor. 

7. Average or better rating in 
mathematics (we like to get a grade 
of 80 or better in our tests). 

8. Finally, a cooperative attitude 
with a good telephone voice. 

This is quite an order I admit, yet 
it is surprising how many qualify 
in most of these points. 

Little traits show up in the course 
of training which indicate whether 
they will or will not qualify. Order- 
liness in her arrangement of work 
and appearance of desk tells us that 
she is neat and, somehow, accuracy 
goes along with neatness. Accuracy 
is very important even to the detri- 
ment of speed, although, naturally, 
we like both. 

Probably our greatest problem in 
training is to impress new girls with 
the importance of what seems to 
them minor details. They must learn 
to follow through if they are to ac- 
quire the necessary routine to the 
end that the bank’s assets are safe- 
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Not only do I act as the junior girls’ teacher, counselor, confidant and friend, but sometimes I feel I get even closer to 


these girls than their mothers. 


guarded. Some of our bookkeepers 
in their routine operations in paying 
debits against commercial accounts 
actually “pay out” more than certain 
commercial tellers in the course of 
the day’s business. On some days, 
this runs into millions of dollars, and 
we never fail to impress new book- 
keepers with the importance of the 
job and the fact that they are pay- 
ing out the equivalent of cash, the 
same as tellers. 

Wherever it is possible, we en- 
deavor to take full advantage of in- 
dividual characteristics. Usually 
there is at least one “spark plug” in 
each class who instills the competi- 
tive spirit and keeps the enthusiasm 
at a high pitch. That is one trait the 
average girl seems to lack, nor does 
the family life of today seem to 
develop it. We, in turn, try to create 
this during our course of training 
and it is surprising how eager the 
girls are to accept our help. 

There is a large percentage of 
trainees who learn and operate on 
a purely mechanicai basis for weeks 
and even months. Then, with pa- 
tience on the part of the instructor, 
it finally comes to them that they 
are doing the job and important 
work is being accomplished. 

Most of our younger girls appre- 
ciate direct criticisms if offered in a 
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constructive manner. However, we 
find that with younger people who 
are new to office experience it is 
always a good idea to follow up a 
criticism with a pat on the back or 
some well-deserved compliment re- 
garding some other phase of the 
work. I try to make them feel my 
sincerity in each suggestion offered. 


There are several tricks or inno- 
vations that we have found make 
training of more interest. My end of 
the training functions covers the 
“vestibule” portion or that which is 
done away from the job. We feel 
that it is very important for the 
trainee in the early stages to see not 
only where she is going to work but 
all other departments of the bank. 

Descriptive tours are arranged to 
acquaint new girls with not only the 
location but also the functions of 
the other departments. New faces 
serve to enlighten these sessions and 
at least a half dozen managers or 
officers cover the various lectures on 
Negotiable Instruments, Glossary of 
Terms, Alterations, Stop Payments, 
etc. 

Training sessions are made more 
interesting through the use of prac- 
tice ledger sheets and deposits with 
predetermined balancing total. The 
generous use of visual aids and 
practice applications of difference 
finding techniques, such as actual 


forged checks are “blown up” and 
thrown on a screen beside the bona 
fide signature to point out things to 
watch in the event of forgeries. 


There is a lot of satisfaction in 
turning over a trained and efficient 
class of bookkeepers to the Book- 
keeping Department, and on each of 
these occasions we make a ceremony 
of their graduation. Somehow, we 
actually feel that each current class 
is better than all previous classes. 


Much as we dislike screening in- 
dividuals unsuited to this work, we 
have come to the conclusion that, 
in effect, we are doing them, as well 
as the bank, a favor by helping 
them learn their capabilities at an 
early stage. This is, I think, the 
greatest advantage of “vestibule” 
training. Under our old method, “on 
the job training,’ many months 
were wasted with unnecessary ex- 
pense in some instances before it 
was found out that the trainee book- 
keeper was not qualified. 


I look at my training responsibil- 
ities as more than just the initial 
training for bookkeeping work, for 
a large number of senior job open- 
ings for women are filled from tne 
Bookkeeping Department, such as 
stenographers, tellers, and account- 
ants. This preliminary training has 
proved to be a very essential back- 
ground for women in the bank, As 4a 
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FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 


Holders of our Warehouse Receipts are protected by 
our record of experience, financial strength and un- 
questioned integrity, plus Fidelity and Warehouse- 
mans Legal Liability insurance up to $1,000,000.00 
at any one warehouse (deductible $7,500 only) 
against loss, damage, or destruction of goods and 
situations where bailment is declared invalid. Our 
Field Warehouse Service is a quality service, com- 


plete, economical and safe. 
* 


OPERATING OFFICES 


128 Jackson St., Albany 1, Ga. « Healey Bidg., Atlanta 3, Ga. « 60 State St., Boston 9, 
Mass. « 14 Lafayette Square, Buffalo 3, N.Y. « Liberty Life Bldg., Charlotte 2, N. C. 
173 West Madison St., Chicago 2, Ill. « Thomas Bidg., Dallas 1, Texas « National Bank 
Bldg., Detroit 32, Mich. « Roosevelt Bidg., Indianapolis 4, Ind. « 121 W. Forsyth St., 
Jacksonville 2, Fla. « 520 W. Seventh St., Los Angeles 14, Calif. « 39-45 No. Third 
St., Memphis 3, Tenn. « 2511 S. W. 24 Court, Miami 33, Fla. « 404 St. Charles St., 
New Orleans 12, La. « 16 So. Broad St., Philadelphia 2, Pa. » Keystone Bidg., 
Pittsburgh 22, Pa. » 425 East 8th St., St. Paul 1, Minn. e 243 Kearny St., San Fran- 
cisco 8, Calif. © 222 Spring St., Shreveport 69, La. « University Bldg., Syracuse 1,N.Y. 


New York Terminal Warehouse Company 
25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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consequence, this training is broad 
in scope and covers not only infor- 
mation about the bank and person- 
nel practices and policies, but a gen- 
eral coverage of what the bank ex- 
pects of its employees, i.e., applica- 
tion to the job, confidential handling 
of transactions, consideration of cus- 
tomers and associates, proper con- 
duct in and out of the bank, self-de- 
velopment along educational lines, 
and the importance of public rela- 
tions and development of new busi- 
ness for the various departments of 
the bank. 


Many times, I have made it a point 
to talk with bookkeepers who went 
through my classes two, three, or 
four years ago, asking them how 
they are getting along, asking ques- 
tions about themselves and their 
problems and why they have stayed 
with the bank. Many. interesting 
answers came out of these queries, 
some of which I will set down here: 


I like the working conditions, cleanli- 
ness of surroundings. 

I feel that I am accomplishing a serv- 
ice that is valuable to the public. 





Why These Employees Like Bank Work 


“T like the working conditions—cleanliness of surroundings.” 
“I feel that I am accomplishing a service that is valuable to the 


public.” 


“T like my business associates and am proud to work with this type 


of people.” 


“The supervisors, managers and officers are not bosses whom we 
fear—just employees like ourselves who are always ready to help us.” 
"I have a feeling of importance working in a bank and love to tell 


others where I work.” 


“My family is very proud that I work in a bank and proud to tell 


our friends.” 


“The friendly feeling that exists among employees as well as 
supervisors and managers is far superior to the atmosphere my school 
chums have encountered in other offices.” 

“Earnest effort is recognized and rewarded by the bank.” 

“Perhaps I could have gone to work elsewhere at more money, but 
with the five-day week and excellent working conditions, I am satisfied 


I made the wiser choice.” 


“It makes me feel that I am somebody and I want to live up to that 


standard.” 


"I find the bank's policies as regards to employees are fair and 
liberal, which accounts for a good employee relationship and friendli- 
ness which prevails throughout the organization.” 
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I like my business associates and am * 


proud to work with this type of 
people. 

The supervisors, managers, and officers 
are not bosses whom we fear, just 
employees like ourselves who are 
always ready to help us. 

I have a feeling of importance work- 
ing in a bank and love to tell others 
where I work. 

My family is very proud that I wor 
in a bank and proud to tell their 
friends. 

The friendly feeling that exists among 
employees as well as supervisors and 
managers is far superior to the at- 
mosphere some of my school chums 
have encountered in other offices. 

Earnest effort is recognized and re- 
warded by the bank. 

Once in a while I meet some of my 
former teachers on the street. Nat- 
urally they inquire as to what I am 
doing. Of course I am glad to tell 
them where I work, what I am do- 
ing, and as to my progress. They too 
seem pleased for me. I always make 
the comment on these occasions 
that “It is just like going to High 
School because to get ahead one 
must continually study, but I really 
like it better because there is a free- 
dom (difficult to explain) that did 
not exist in school.” Also, I mention 
the fact that I could have been a 
better student in school had I real- 
ized what it would mean to me 
now.” 

Perhaps I could have gone to work 
elsewhere at nore money, but with 
the five-day week and excellent 
working conditions I am satisfied I 
made the wiser choice. 

In my own case and in many others I 
have observed a new employee does 
not always measure up in the mat- 
ters of appearance and manners, but 
in a very short while a decided im- 
provement is very evident. This 
proves to me that these people are 
desirous of conforming to the high 
standards established and main- 
tained by the bank and its em- 
ployees. It makes me feel that I 
am “somebody” and I want to live 
up to that standard. 

I find the bank’s policies with regard 
to employees are fair and liberal, 
which accounts for a good employee 
relationship and friendliness, which 
prevail throughout the organiza- 
tion. 


po 


To women, little conveniences 
mean much more than to men. How- 
ever, a girl at one of our offices did 
not like working at that location 
because, as she expressed it, “It is 
the windiest corner in the whole 
town and I can never wear big hats.” 

Yes, I do like my job in the bank 
and it is a grand and glorious feel- 
ing at the end of a hard day to g0 
home with a deep feeling of satis- 
faction that I have actually accom- 
plished something important and 
worth while. That is nearly as self- 
satisfying as my pay check. 
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Customers Have Borrowed More 
Since Our Businessmen’s Conference 


By inviting the businessmen of the community to attend a clinic 
on “The Financial Facts of Life,” this bank was recognized 
as a source of business help in addition to a source of money. 


FEW extracts from some of the 

speeches made at a recent busi- 
nessmen’s conference sponsored by 
our bank and the Junior Chamber 
of Commerce will show why Cen- 
tral National derived the seven 
benefits which are listed on this 
page. 

In opening the conference, our 
president, Fred L. O’Hair, said in 
part: 

“There has been ample credit 
available; inflation is abroad in the 
land, people want to do things, 
young men are full of vigor and 
ideas and we think an effort should 
be made to co-ordinate all of these 
factors. Consequently, in our busi- 
ness we have tried to extend credit 
to almost everybody of good char- 
acter whom we thought had a good 
prospect of success. 

“Since the banking business is 
virtually a crossroads of all busi- 
ness, and in our confidential rela- 
tions with customers we see busi- 
ness mistakes before they become 
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By JAMES R. PENCE 


Assistant Cashier, Central National Bank 
Greencastle, Ind. 


publicly known, we believe that it 
is high time to give the younger 
businessmen of the community an 
opportunity to study the accumu- 
lated business experience which is 
a matter of record and to discuss 
the business problems which they 
already have encountered.” 


How To Use Indirect Credit 


Our assistant cashier, Arthur C. 
Graf, told those present how to 
make use of their customers’ credit. 
He made the following points: 

The types of businesses which 
can use their customers’ credit to 
good advantage are practically un- 
limited. As a matter of fact, it is 
applicable to the sale of almost 
everything from layettes to caskets. 
An understanding of how to sell 
merchandise on time terms is the 


first requisite of putting the good 
credit of your customers to work 
for you. 

If the credit of your customer is 
good, we could lend you money, in 
some instances, without recourse on 
you if you had, instead of an open 
account, a promise to pay in the 
form of a note (and usually a con- 
ditional sale contract) which you 
could assign to us. Instead of you 
having to wait for your money, we 
are doing the waiting for you. 


You have, by taking a note from 
your customer and assigning it to 
us, created an “indirect credit” and 
everybody is happy because the cus- 
tomer has the merchandise, you 
have the money, the supplier gets 
paid, and we have a loan. 

This is what we mean by putting 
your customers’ credit to work for 
you. You can do it very simply and 
easily at the time the sale is made 
by merely taking a note and a con- 
ditional sale contract from your cus- 
tomer instead of following the old- 
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CONTINENTAL ILLINOIS 
NATIONAL BANK 
AND [RUST COMPANY 


OF CHICAGO 


Statement of Condition, April 11, 1949 


RESOURCES 


a ee ee $ 583,354,763.57 
United States Government Obligations 
Other Bonds and Securities 


Loans and Discounts 


Stock in Federal Reserve Bank 
Customers’ Liability on Acceptances 
Income Accrued but Not Collected 


Banking House 


Deposits 


Acceptances 


Reserve for Taxes, Interest, and Expenses. . . 


Reserve for Contingencies 
Income Collected but Not Earned 


Capital Stock 
Surplus 
Undivided Profits 


1,076,869,865.20 
78,972,444.71 
358,103,788.97 
4,500,000.00 
1,373,446.57 
5,894,294.45 
9,825,000.00 


$2,118,893,603.47 


$1,919,952,947.21 
1,373,446.57 
9,140,219.64 
18,109,442.54 
477,605.56 
60,000,000.00 
90,000,000.00 
19,839,941.95 


$2,118,893 ,603.47 


United States Government obligations carried at $178,507,134.12 
are pledged to secure public and trust deposits and for other 


purposes as required or permitted by law 


Member Federal Deposit Insurance Corporation 











fashioned practice of putting it on 
open account. 

Two industries in particular have 
developed into veritable giants in 
our economy largely through their 
understanding and use of “Indirect 
or Customer Credit” as a means of 
increasing sales volume. These two 
industries are the automobile and 
the appliance industries. 

You will come nearer to an un- 
derstanding of the importance of 
customer credit to you if you will 
look on it as a means of selling 
merchandise instead of as a way of 
financing it. Keep in mind that 
prospective customers invariably 
will buy quicker, and buy more, 
when and where they can buy on 
time terms, a sort of “pay as you 
go” theory applied to merchandising 
instead of to income taxes. 

In other words, make it possible 
for your customer to pay regularly 
in comparatively small amounts as 
he uses the merchandise you want 
to sell him. Your customer’s good 
credit will actually help you to make 
the sale if you will only make it 
easy for him to buy by offering him 
time in which to pay, not time on 
open account, but time on a note 
and contract which you can convert 
into cash. This conception of mer- 
chandising is a valuable addition to 
your kit of selling tools. 

I recall talking to a man who 
came into the bank to find out if he 
could borrow the money to buy a 
tractor from a certain farm ma- 
chinery dealer. During the conver- 
sation, the man mentioned that he 
also wanted to buy a manure 
spreader. We figured for a few 
minutes, and when he found out how 
little more money it took to make a 
down payment on the tractor and 
manure spreader instead of just the 
tractor alone, he said that he would 
buy both machines if we would 
finance them, 

It took only a few minutes to pre- 
pare the papers and he went away 
happy because, on the strength of 
his good credit, he was able to buy 
new equipment that he needed but 
which he thought he couldn't 
finance. The point of the story is 
simply this: I had talked to this 
man’s dealer not too long before 
about offering his customers time 
terms. It is evident that he didn’t 
take the discussion seriously or his 
customer wouldn’t have come to us 
to ask for a loan. 


Selling on time terms, making 
your customers’ credit work for 
you, is important to your business 
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success because it helps to establish 
your own direct credit by increas- 
ing your contacts with the bank. 
Each time you bring or send us a 
note and conditional sale contract, 
we have another opportunity to be- 
come better acquainted with you 
and you with us. Credit is actually 
based on nothing more than con- 
fidence and confidence results from 
acquaintance. The manner in which 
you have prepared the note and con- 
tract, its completeness, its accuracy, 
the amount of the down payment, 
and the terms of the contract in 
relation to the buyer’s ability to pay 
give us an indication of the kind of 
businessmen you are and of the kind 
of judgment you exercise in extend- 
ing’credit to your customers. If you 
are Managing your affairs properly, 
each contact you’ make with the 
bank definitely helps to cement the 
bond of mutual confidence so neces- 
sary to a satisfactory credit rela- 
tionship. 

In completing the financing trans- 
action, keep these three things in 
mind: 

. Get as big a down payment as 
possible. 

2. Get monthly payments, if pos- 

sible. 

3. Set the payments to coincide 

with the purchaser’s income. 

In other words, make the best 
possible deal you can with your cus- 


The Conference Was Made 
Up Of Five Intimate Talks 
Designed To Benefit 
Businessmen 


1. How To Use Indirect Credit 
To Increase Your Sales—Arthur 
C. Graft, assistant cashier and 
loan officer. 


2. How To Make Money By 
Borrowing From Your Bank— 
John Y. Beaty, editor, BANKERS 
MONTHLY. 


3. Important Types Of Busi- 
ness Insurance—James R. Pence, 
assistant cashier, and the bank's 
insurance officer. 


4. Accounting; The Crystal 
Ball Of Business—Edward Wood, 
public accountant. 


5. Better Customer Relations 
By Letter—William H. Butterfield, 
vice president, De Pauw Univer- 
sity, Greencastle, Ind. 


tomer. Certainly, a transaction with 
a 50% down payment is a much 
better deal than one with a third 
down payment, even though a third 
down payment may be acceptable 
to the financing institution. Don’t 
use minimum down payment re- 
quirements and maximum time 
limits as standard terms. It is to 
your best interest to get your cus- 
tomer out of debt as quickly as pos- 
sible because the sooner he is out 
of debt, the sooner you can sell him 
more equipment. 

Following are a few points on 
direct credit which were made by 
John Y. Beaty, editor of Bankers 
Monthly: 


How To Make Money By Borrowing 
From Your Bank 


The main purpose of banking is 
to help all other businesses make 
money. Unfortunately, there have 
been people and there have been 
times when folks have thought that 
the only time to borrow money is 
when you're in trouble. That’s the 
worst time to borrow. The time to 
borrow is when you can make 
money by using the funds available 
through your bank. 

The bank helps develop not only 
business, but educational and reli- 
gious institutions—every activity 
that is of benefit to the community. 

Businessmen have learned many 
ways by which they can make use 
of loans available at banks—many 
ways by which they can make 
money by borrowing at the bank. 
One of those ways is the taking of 
discounts. There are many different 
types of business in which cash dis- 
counts are offered. If a merchant 
pays his bill within so many days, 
he may take a cash discount of any- 
where from 3% to 8%. When you 
get an 8% cash discount, as I be- 
lieve is fairly common in the cloth- 
ing business, you’re making $8 on 
every $100 of your purchase price, 
and that’s a nice take. 

If you don’t have the money to 
pay a discountable bill immediately, 
you can borrow it at the bank for 
about one-half of one percent a 
month, and make all the difference 
for yourself. Any man who does not 
take advantage of his cash dis- 
counts, no matter what his business, 
no matter how small a cash dis- 
count, is losing something that he’s 
entitled to have, The borrowing of 
money for short terms to take cash 
discounts is mighty important! 

Sometimes, you may increase 
your income by adding new lines to 
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DAYS’ ACCOUNTING 


\nd there's nothing to it 


IN 


. thanks to my new 


Kemington Rand machine. It’s so much faster! 


‘Those days when we stayed late and scrambled to 


vet Out trust account statements are gone forever. 


\nd loan and discount accounts and mortgage loan 


records are always current, too. I never knew ac- 


counting records could be turned out so easily. 


But you should have heard what the boss said yes- 


terday. He figures these new bookkeeping machines 


will pay for themselves in a matter of months. No 


Completely electrified . .. auto- 
matic tabulations, computa- 
tions, line spacing and carriage 
return... balances computed 
and printed automatically. 


Forms inserted, collated and 
aligned in one simple opera- 
tion . .. your writing line is 
completely visible at any po- 
sition of the carriage. 


THREE 


more overtime . . . no more tired girls getting on each 


other's nerves ...nomore complaints about overdue 


work from upstairs. We're saving so much time that 


two of the girls are now doing work we've never 


before been able to yet at. 


a 
ing in two... 


same for vou.” 


we re actually doing three days’ bookkeep- 


_and [’}] bet these machines will do the 


Why not call your local Remington Rand man today? 


Or write Remington Rand Ine., Department BM-5, 
315 Fourth Avenue, New York 10, New York. 


New finger-grooved, organ type 
keys respond with uniform im- 
pression to any touch . . . post- 
ing is a cinch on this scientifi- 
cally designed keyboard. 


Lucite cover plate magnifies all 
register totals for easier read- 
ing and transcribing . . . regis 
ters quickly repositioned for 
new applications. 





your business. Very often, especially 
in recent months, businessmen have 
found that they can take on an ad- 
ditional line of merchandise if they 
have the money available to pay 
for the additional inventory. Many 
have made a profit by borrowing 
that money from the bank. 


There are often cases in which a 
man improves the appearance of his 
place of business with borrowed 
funds. 


There are many ways in which 
we can make use of bank funds 
temporarily and we certainly ought 
not to overlook any of them. The 
money is there for our use. It’s to 
the benefit not only of you, but of 
your community, to develop your 
business, to develop your institu- 
tion, whatever it may be. Borrowing 
is not a thing to be avoided; it’s a 
facility to use. The borrowing of 
money is important to all business. 

There are three points a banker 
needs to consider which will be 
helpful to you in making a loan: He 
wants you to be a depositor. He 
must know about the income from 
which the loan will be repaid. He 
wants to be sure that you will make 
payment promptly as agreed. 

If you become a bank customcr 
some time before you borrow, you 
are in a better position to get credit. 
Every businessman ought to be a 
bank customer for his own good. 
Banks sometimes lend to customers 
of other banking institutions, but 
the right way is for you to borrow 
from the bank in which your money 
is deposited. 

The banker, in considering your 
application, must consider the in- 
come from which your loan will be 
repaid. I cannot emphasize the im- 
portance of that too strongly. It is 
important to both you and the bank 
for you to make money with the 
funds you borrow. 

Those who have made it a prac- 
tice to fulfill their obligations 
promptly are the ones who get bank 
loans easily. If you have no reputa- 
tion, good or bad, then it’s impor- 
tant for you to make a reputation. 
How can you make a reputation 
with the banker for meeting your 
obligations promptly? The way to 
do it is to borrow some money. De- 
velop the habit of making your pay- 
ments or making your deposits or 
transacting whatever business you 
have with the bank promptly. 


I know of some businessmen who 
have actually developed their credit 
standing at the bank by borrowing 
money when they didn’t need it, 
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merely to demonstrate to the banker 
that they would meet their obliga- 
tions when due. 

The following important points on 
insurance were made by James R. 
Pence, asst. cashier of our bank: 


Important Types Of Business 
Insurance 


Insurance is a credit instrument. 
Usually, when you go in to borrow, 
the loan officer will ask, ““How much 
life insurance do you have? Do you 
have accident insurance?” 

If you have a life insurance policy 
on which you have paid for several 
years, and it is not a term form of 
policy, you have built up a substan- 





Seven Benefits To The Bank 
From A Businessmen’s 
Conference 


1. More businessmen now 


come to the bank officers to dis- 
cuss phases of business other 
than financing. This is the most 
effective type of public relations. 


2. A number of loans have 
been made to businessmen who 
had not previously borrowed 
from the bank. 


3. Several borrowers have 
voluntarily improved their ac- 
counting practice which makes it 
safer for the bank to set up a loan 
line. In some cases, the bank had 
previously felt it wise to insist 
that a borrower get expert help 
in improving his records of ac- 
count. 


4. A number of customers have 
been willing to improve their in- 
surance protection program and 
thus reduce the hazards the bank 
would otherwise assume in lend- 
ing to them. 


5. Several borrowers have 
made loans for business needs 
which had not been recognized 
before these men learned of the 
experience of other businessmen 
through the speakers at the con- 
ference. 


6. Additional merchants are 
borrowing to take advantage of 
cash discounts. 


7. Some merchants have bor- 
rowed to add new lines to their 
inventory. | 


tial cash equity and it, in itself, js 
good collateral at most any bank 
for any personal loan which you 
may wish to make. 

In a good many cases, small] firms 
and large firms are buying life in- 
surance on the key persons in their 
organizations to enable them to 
withstand the actual financial loss 
which they may have as a result of 
the death of that driving force in 
their organization, 

Nearly all of our mortgage forms 
require fire and wind-storm insur- 
ance adequate to cover the loan. 
In very few cases: is a collateral 
loan ever made without insurance, 
whether it be on real estate or per- 
sonal property, because your earn- 
ing power is one factor which deter- 
mines whether or not the loan will 
be paid. The tangible value of the 
collateral can be used to pay off the 
loan in the event of some misfor- 
tune, but in case that collateral 
should disappear, we want insur- 
ance to replace it. I think Ned can 
tell you what adequate fire and 
casualty insurance meant to people 
in the Coatesville area when the 
tornado struck on the 26th of last 
March. In case of disaster, who will 
rebuild our buildings, repair our 
equipment, replace our equipment, 
re-stock our shelves, pay our sal- 
aries, and reimburse our company 
for loss of profit so that it can re- 
open? There are kinds of insurance 
tied into fire end tornado policies 
wherein, if your building or mer- 
chandise is blown away the fire in- 
surance will also replace the profits 
which you have lost between the 
time the catastrophe occurred and 
the time that you reopen the busi- 
ness. Such insurance certainly is a 
community balance wheel. 

Most of us don’t want to buy too 
much insurance. We definitely feel 
that, if we have only a $5,000 inven- 
tory, we aren’t going to carry $6,000 
worth of insurance. But the time 
comes (perhaps in the Christmas 
season) when you push that inven- 
tory to $10,000. There’s a period 
there before that inventory is liqui- 
dated that you have inadequate in- 
surance unless you have the pres- 
ence of mind to buy additional cov- 
erage. A monthly reporting form of 
policy is automatically adjusted to 
your fluctuating inventory. The 
point on this monthly reporting 
form policy is that you can cover 
your low inventory; you can cover 
your high inventory. The only thing 
we have to do when we write that 
policy is to be sure our maximum 
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Could a robbery leave 
your bank holding 
obligations instead 

of collateral ? 

In determining the amount of its 
Bankers’ Blanket Bond, one bank 
failed to consider securities held as 
collateral and endorsed so as to be 


readily transferable. The bank was 
thus dangerously underinsured. 


What is your banks 


Is the solvency of your 
borrowers protected 
by properly planned 
insurance? 


An insurance survey revealed that a 
$30,000 fire insurance policy on real 
estate offered as collateral would be 
void under certain conditions. At no 
extra cost, the policy was modified 
to provide complete protection. 


Does your bank have 
all the insurance 
protection it is 
paying for? 


By readjusting a bank’s bonding and 
insurance program to fit its needs 
more accurately, it was possible to 
provide, at no additional cost, $50,000 
additional burglary and robbery pro- 
tection that the bank badly needed. 


The A2tna Plan of Insurance Analysis for finan- 
cial institutions will provide (1) a complete 
study of your bank’s insurable exposures, (2) a 
detailed comparison of these exposures with 
your present insurance policies, (3) a construc- 
tive report which includes a visible record of 


your insurance program and recommendations 
designed to provide the most complete insurance 
program available, (4) a continuing control plan 
which keeps insurance in line with changing 
requirements. Ask the Aitna Agent in your 
community for complete details. 


HTNA CASUALTY AND SURETY COMPANY 


Affiliated with 7Etna Life Insurance Company 


Automobile Insurance Company 


HARTFORD 15 


May, 1949 


Standard Fire Insurance Company 


CONNECTICUT 





liability is placed well above what 
we expect the maximum to be. 

This type of policy is not adapt- 
able to every business. It is adapt- 
able to a non-manufacturing busi- 
ness; it is adaptable to the mercan- 
tile business. The advantage to you 
is you don’t pay the premium on 
your high inventory; you don’t pay 
on the low. You pay a premium on 
the average of the 12 months’ re- 
ports which you submit to the com- 
pany. 

You can also add the improve- 
ments and betterments you have 
made to your landlord’s premises. 
It saves a lot of duplication in pol- 
icies and also assures you of 100% 
coverage, regardless of when the 
loss may occur during the 12 
months the policy is in force. 


There has been developed a form 
of policy known as the store-keep- 
er’s comprehensive liability policy 
which I think a good many of you 
should be interested in. 


Until four or five years ago you, 
as an employer or businessman, had 
to carry four or five different pol- 
icies to be sure that every insurable 
contingency that might arise in con- 
nection with your business was cov- 
ered. Today, we have what we call 
a “comprehensive liability policy” 
which combines all five of the basic 
forms of liability insurance and, for 
a 1% additional charge, we’ll cover 
any other insurable contingency 
which might arise during the policy 
period. 


Accounting, The Crystal Ball 
Of Business 


Our bank recommends a local 
public accountant, Edward Wood, 
to our customers. He made the fol- 
lowing points in his talk at the con- 
ference: 

The real purpose of all account- 
ing is to summarize recorded trans- 
actions in an organized manner so 
that they will reflect a true moving 
picture of a business for a certain 
period. We compile a profit and loss 
or operating statement. It reflects 
a moving picture, showing the 
movement of the business, showing 
gross sales, cost of sales, gross 
profits, operating expense, and net 
profit. 

After we have an accurate profit 
and loss statement and _ balance 
sheet, what can we do with it? How 
can it make us money? 


I’m not urging careful accounting 
for any other reason than to help 
you make money. 
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_ statement. 


There is a point in any business 
where lies what we call the “break- 
even point.” Gross sales must 
amount to “so much” to break even. 
If our overhead is $600, we’re going 
to need a $400 payroll, we’re going 
to pay rent of $150, we’ve got a 
light bill of $35 to $40 a month, 
we've got a telephone bill of $20 a 
month—we’ve got all these items 
in overhead. Very few of them can 
be controlled. We must do so much 
business to just break even; not 
make any profit—just break even. 
After we get gross sales up over the 
“break-even point,’ then we can 
start to make some money. 

For this reason, if you’re operat- 
ing a seasonal business, you ought 
to have a monthly profit and loss 
It’s possible to make 
some adjustment in that operating 
overhead when you know the items 
of which it is made. I’ve seen it 
work. 

The man who has an accurate set 
of records, and studies the trends cn 
those records, will have a far better 
chance of getting through the next 
depression without getting too bad- 
ly hurt than the man who says, 
“Well, I know what I’m doing; this 
is just a bad month. Maybe I’ve 
been drawing too much out of my 
business, or maybe the sales are off 
because I’ve been putting too many 
of them in my pocket and not ring- 
ing up the cash register.” 

Now’s the time to really know 
where you are in business. You 
don’t have to guess. You can really 
know. You too, can have a crystal 
ball and it will save you many 
sleepless nights in the years ahead. 
Don’t wait until it’s too late. Now’s 
the time to keep accurate records. 

Wm. H. Butterfield, vice president 
of De Pauw University here in 
Greencastle, closed the conference 
by giving some points on business 
letters. Following are a few of them: 


Better Customer Relations By Letter 


Whenever you write a letter, you 
have two primary purposes: First, 
to express your thoughts so clearly 
and simply that the reader will be 
sure to understand them correctly. 
Second, to present your ideas con- 
vincingly, so that their psycholog- 
ical impact on the reader will be 
favorable to you and to the idea that 
you're trying to get across. If your 
letters are going to accomplish these 
two primary purposes, you must 
meet five definite requirements. 

Requirement No. 1—Take time 
for correctness and letter mechanics. 


The letter must be correct in its 
mechanical layout, its sentence 
structure, its spelling, and its punc- 
tuation. Mistakes in letter mechanics 
distract the reader’s attention from 
the thought contents of your mes- 
sage, and, once he spots an error jn 
the letter, his thoughts stray away 
from what he’s reading and focus on 
the offending error. 

Requirement No. 2—Write like a 
human being, not a wooden Indian, 
There’s no place today in any pro- 
gressive business concern for the 
person who looks upon letter writ- 
ing as a purely mechanical, auto- 
matic job. To make your letters ef- 
fective instruments of customer re- 
lations, inject into them some of 
your own character and personality. 
You must write with a naturalness 
that makes them sound genuine and 
sincere, a naturalness that makes 
them sound like you. 

Requirement No. 3—Be courteous. 
Show consideration for the other 
fellow. Courtesy has been defined 
as “the oil of business, helpful in 
eliminating friction and lubricating 
the transactions with customers.” 
Surely there’s no question about the 
importance of courtesy in any effec- 
tive customer relations program. 

Requirement No. 4—Write sim- 
ply. Make: every word count. A 
great teacher of English Composi- 
tion at Harvard used to ask the 
question “If words were dollars, 
how many would you _ waste?” 
Truly, to everyone who writes busi- 
ness letters, words are dollars. The 
correspondent who squanders words 
pays a high price for his wasteful- 
ness. He devotes a part of every 
business day to lost motion, not only 
for himself, but also for his reader. 

To the reader, words are time. 
Too many of them kill his interest. 
Too many of them obscure impor- 
tant ideas and sacrifice clearness to 
confusion. Any word that contrib- 
utes nothing to the meaning of the 
sentence is a parasite, sapping 
strength and vitality from that sen- 
tence. Let’s not let these verbal 
termites loosen the structure of our 
letters. Let’s make every word we 
use earn its place in the sentence 
by contributing something to its 
meaning. 

Requirement No, 5—Emphasize 
positive points and soft-pedal the 
negative. The recent popular saying 
“Accentuate the Positive” might 
very well be the letter writer’s 
theme song. The effectiveness of 
many a business letter is seriously 
impaired by the needless use of 
negative words. 
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United States Government 
Other Public Deposits 


$1,057,008,919.47 
60,538,438.44 
39,983,971.22 $1,157,531,329.13 


Accrued Expenses and Other Liabilities 


Dividend Payable May 2, 1949 
Acceptances and Letters of Credit 


Reserves 


Capital Funds: 


Common Stock 


Surplus 


Undivided Profits 


$  15,000,000.00 
35,000,000.00 
8,458,037.01 


3,542,828.36 

600,000.00 
1,884,958.60 
3,785,709.73 


58,458,037.01 
$1,225,802,862.83 


United States Government Securities carried at $105,700,329.50 in the foregoing state- 
ment are pledged to secure public deposits, including deposits of $16,629,352.48 of the 


HENRY E. BODMAN 

ROBERT J. BOWMAN 
PRENTISS M. BROWN 
CHARLES T. FISHER 


CHARLES T. FISHER, JR. 


Treasurer-State of Michigan, and for other purposes required by law. 


DIRECTORS 


JOHN B. FORD, JR. 
B. E. HUTCHINSON R. 
ALVAN MACAULEY 
WALTER S. McLUCAS R. 
W. DEAN ROBINSON C. 


TRUST DEPARTMENT 


This bank acts as Trustee, Executor and Corporate Agent 


Member Federal Deposit Insurance Corporation 


NATE S. SHAPERO 
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By JOSEPH A. TURNER 


Assistant Vice President, The Kanawha Valley Bank 
Charleston, West Virginia 


E HAVE kept careful records 


Insurance Agents Bring 


Auto Loans To Our Bank 


By cooperating with local insurance agents, 
this bank increases its auto loans by 31.3%. 


The automobile industry, manufac- 
turers and dealers, also feel optimistic. 
As a matter of fact, they expect 1949 
to mark a new record in total num- 
ber of units produced. Up to now, the 
unit record made in 1929 has never 
been equaled, although dollar volume 









The most significant thing to us 
about these prospects is that increased 
production means increased competi- 
tion, and increased competition means 
more Valleyplan financing. We believe 
this statement is proven by the ex- 
perience of 1947 and 1948. 











reached a new high in 1948. The auto- 
mobile industry expects to make new 
records in 1949 in both number of 
units and dollar volume produced. 


In other words, this is no time to 
relax our efforts to get more good 
automobile customers. We certainly 
don’t intend to, and we hope all par- 






on the sources of all new auto- 
mobile business. We find that 31.3% 
of our new accounts come to us as 
the direct result of the efforts of 
some insurance agent. On the other 
side of the picture, 184% of our 
new customers come to us solely as 
a result of our own advertising, and, 
when we ask them where their in- 
surance should be placed, they do 
not know any agent to suggest. We 
refer them to one of our cooperating 
agents. 

The remaining 50.2% apparently 
come in as a result of advertising or 
the recommendation of friends and 
have in mind an agent with whom 
they want the insurance placed. So 
far as we are able to determine, 
however, they do not come in as a 
result of the agents’ specific efforts. 

When our plan was first inaug- 
urated in November of 1946, we 
gave a dinner for all of the agents 
in the county. Most of them came 
and the plan was explained. 

Since that time, we have kept in 
touch with them by sending out a 
letter each month in which we keep 
them abreast of what we are doing 
and make suggestions as to how they 
can increase their business. 

In addition, most of our advertis- 
ing copy, newspaper, radio, and 
special folders, contains a plug for 
the insurance agents. A recent letter 
reads as follows: 




























Results Of Bank-Agent Cooperation 





1. Of all the auto loans made by this bank, 31.3% are brought to the 
bank by insurance agents. 












2. Another 18.5% of borrowers come to the bank for a loan not know- 


ing where to buy insurance. These are referred to the cooperating 
insurance agents. 


Although some very definite “soft 
spots” are beginning to appear in the 
general business picture, we do not 
believe 1949 will bring any decrease 
in the amount of auto financing busi- 
ness available. A quick review of our 
own records indicates that the num- 
ber of automobiles financed during 
January and February 1949 increased 
38% over the same period in 1948. 
Naturally, the amount of auto insur- 
ance showed a similar increase. 
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3. The remaining 50.2% come as the result of advertising or the 
advice of friends and know where they wish to place their insurance. 


4. The plan was started in 1946 and the auto loan business doubled 
in 1947. 








5. The 1947 record was increased almost 100% in 1948. 


6. Losses are almost zero. 
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No. 21 IN A SERIES OF FARM COMMUNITY BUILDER STORIES... 


« 
the re 


A SMALL LOAN 
STARTED IT ALL — 


Says Wallace Bruce, 
President of the Bank , 
of Ringgold, Georgia 










2345) 
91012 
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Banker Bruce pays Purina Dealer 
Bob Rollins a visit in his store. 






"We helped Bob Rollins start his business... Now 
we’re working together to build our community” 


In November, 1946, with the aid of a small 
loan from the Bank of Ringgold, The Bob 
Rol‘ins Seed and Feed Company opened its 































realizing a surer, sounder income—went to 
the bank for loans to increase their opera- 
tions. “Now,” says Banker Bruce, “many of 
them have loans from us for home improve- 
ments. Three-fourths of our loans are 
agricultural.” 


doors. Rollins was the new Purina Dealer 
in Ringgold, Georgia. 


Bob Rollins set out to sell to the farmers 


Oh, yes, Bob Rollins made enough his first 
of his trade area—largely broiler producers 


year to pay off his loan. And his friendship 
with Wallace Bruce has paid off for them 
both—and their community. 


—a better feeding and management program. 


And he did just that. Soon more of them were 





OPPORTUNITIES IN YOUR COMMUNITY 


There are new opportunities for community build- 
ing in your town, too. Why not make it a point to 
talk over the poultry and livestock possibilities of 
your area with your Purina Dealer soon? 

If you do not have a Purina Dealer in your town 
now, perhaps you, like Banker Bruce, may help a 
young man get started as a Purina Dealer. Find out 
about the opportunity the Purina Franchise offers. 
Purina Chows for livestock and poultry and Purina 
Sanitation Products are distributed from 22 strate- 
gically located plants and bear the Checkerboard 
label . . . rural America’s best known trade-mark. 

For Purina Franchise opportunity information, 
write to Dept. C, 


RALSTON PURINA COMPANY 
1600 Checkerboard Square « St. Louis, Mo. 









May, 1949 





19 


ticipating insurance agents will seize 

this opportunity to dig deeper into 

the market. 

Most car buyers think about bor- 
rowing the money first and the in- 
surance coverage later. Very few of 
them visit the insurance agent be- 
fore coming to the bank. However, 
this does not exactly describe the 
process by which this business is 
acquired. 

The insurance agents who are ac- 
tively promoting our plan are con- 
stantly in touch with their policy- 
holders and are reminding them of 
the fact that, when they buy autos, 
they can obtain bank financing 
locally at reduced rates and obtain 
necessary insurance from the local 
agent. A large number of their 
policyholders remember this when 
they trade automobiles and come to 
the bank to obtain the necessary 
financial accommodation. 

Our plan has been very success- 


How The Plan Was 
Developed 


1. The bank gave a dinner for 
insurance agents at which the 
cost and technique of auto financ- 
ing by the bank was explained. 

2. The bank promised to refer 
insurance business to agents who 
referred auto loans to the bank. 

3. Each month, a letter is sent 
to all agents in which sugges- 
tions are made for increasing 
their business. 

4. Most of the bank’s advertis- 
ing—radio, folders, and news- 
paper—contains a “plug” for the 
insurance agents. 


ful. Our 1946 business was doubled 
in 1947, and our 1947 business was 
practically doubled in 1948. Our 
losses so far have been unbelievably 
small, so small, in fact, that you 
could almost say we have had no 
losses. 

We know that the amount of busi- 
ness which we handle cannot con- 
tinue to increase in geometric pro- 
gression, and our losses are certain- 
ly not going to remain at zero. How- 
ever, we believe the loss ratio will 
always be smaller than in any other 
type of consumer loans with the 
possible exception of the Title I 
FHA Loans. We further believe that 
with the momentum that has been 
developed, our business will con- 
tinue to show a satisfactory rate of 
increase. 
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Introduction Card Increases Bank Business 


THIS WILL INTRODUCE 


ee 


"Whose specimen signature has been mailed to you. 


PAUL K. NANCE 
Treasurer and Comptroller 


THE FEDERAL NATIONAL BANK 
Shawnee, Oklahoma 


WE HAVE GIVEN A CARD OF INTRODUCTION, N° 


We may be stealing some of Cali- 
fornia’s stuff by using introduction 
cards like the sample enclosed, but 
it has helped us and the folk con- 
cerned. 

Shawnee is the home of Okla- 
homa Baptist University with about 
1,400 students. All of them have 
trouble getting their checks cashed. 
The introduction card method has 
solved many problems. Students and 
bank people like it. 

We filled in the cards from a di- 
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.Whose signature appears below: 


rectory and wrote a letter to each 
student, explaining the card and 
system after first clearing it with 
university officials. The introduction 
card is here to stay.—William H. 
Dodson, Jr., vice president, The 
Federal National Bank, Shawnee, 
Oklahoma. 

Note: Mr. Dodson’s reference to California's 
“stuff pertains to an item published on page 
60 of September 1948 Bankers Monthly where 
a picture of an introduction card used by the 


Security First National Bank of Los Angeles 
was shown and its use described. 





How Shall We Interest Young Men In Banking? 


Our primary interest in the ar- 
ticles in Bankers Monthly has been 
in experiences under these head- 
ings: 

Audit checks 

Loans (from our standpoint credit 

analysis, investigations and 
techniques) 

Management 

problems) 

New business 

Personnel 

Public relations 

Records 


(and supervisory 


All of these articles have been of 
value to us. However, our biggest 
problem right now, as I see it, is per- 
sonnel training because of our in- 
ability to find suitable young men 
interested in taking employment in 
banks. I am quite sure that this is 
not due to any short-sighted or in- 
adequate salary policy but seems to 
be due entirely to the fact that so 
few young men in a community of 
this size seem to have any interest 
in a banking future—Fred L. 
O’Hair, president, Central National 
Bank, Greencastle, Ind. 
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OPERATING COSTS GO DOWN 
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Any bank will find this National Central Control and Proof Machine heahiet desaribes the 


invaluable for proving all incoming items and maintaining an even i\ National line. Get it FREE 


flow of work to all departments. 4 FO eer Oe 
representative. You'll find it 


This machine insures automatic accuracy, for, should the operator err most useful and interesting. 


in recording an amount, or should a depositor err in adding a deposit 
ticket, the machine automatically locks until the error is corrected. 
pang With records always in balance, proved control figures for all departments 
ems to are immediatley available at all times. 
hat so National provides a complete line of accounting machines to meet 
nity of the needs of every department of every bank. Of the 100 largest banks 


nterest in this c i - ACCOUNTING MACHINES 
mrp in this country, 94 use Nationals. siti : haaiie ms ‘ 
ational 

THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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How To Manage A Bond Account 
For Earnings And Liquidity 


Here are suggestions based on current conditions. 
They tell how to balance the portfolio with Govern- 
ments, Municipals, and Industrials. 


URING the past 15 years, our 

general approach to the man- 
agement of a bank portfolio did not 
favor frequent exchanges of one 
security for another, for this meant 
too frequently only a fraction of a 
point involved each way. Excessive 
trading activity is generally 
frowned upon by the examining 
authorities and is hardly warranted 
by the results. 

The principal purposes of a bond 
account, to our way of thinking, 
are: 

a. to provide earning power 
b. to provide liquidity or bor- 
rowing power 

In seeking to accomplish both 
these objectives, let us keep in mind 
the obligation of a bank to its de- 
positors, differentiating between in- 
stitutions in different localities. A 
New York bank, for illustration, has 
a threefold obligation of extreme 
liquidity: 

a. to its St. Louis correspondent 
b. to the latter’s correspondent 
c. to the latter’s customers 

The First National Bank in St. 

Louis has a twofold duty: 
a. to its correspondent banks 
b. to their depositors 
whereas the country bank’s primary 
obligation is to depositors. 

All three in the chain have dif- 
ferent requirements of liquidity. 
Liquidity has sometimes been con- 
fused with maturity. Frequently, 
large banks in the Reserve Centers 
in reports to stockholders have 
stressed the liquidity of Govern- 
ment bond holdings by indicating 
average maturities of only a few 
years. The recent and probable fur- 
ther tightening of reserves demon- 
strates the wisdom of the policy of 
extreme liquidity on the part of 
such institutions. Moderate-sized 
banks, however, operating in a dif- 
ferent sphere, did not require such 
extreme liquidity and, ordinarily, 
could not afford the loss of income 
which it entailed. Many bankers, 
recognizing the situation, aware of 
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By ROLAND C. BEHRENS 


Vice President 
St. Lovis Union Trust Company, St. Louis, Missouri 


the decline in bank eligible issues, 
and assured by the established pol- 
icy of equal borrowing privileges 
possessed by long-term Govern- 
ments as well as Treasury Certifi- 
cates and Notes, lengthened the 
maturities of their portfolios to as- 
sure themselves of the better re- 
turns thus afforded. 

The average banker, with his 
portfolio well balanced, with a suf- 
ficient amount of Treasury Bills 
and Notes to take care of any run 
off of deposits, and with well-pro- 
portioned holdings of medium- and 
long-term bonds to insure earnings, 
(as his peculiar requirements dic- 


‘tate), occupies a relatively secure 


position. 

A year ago, you will recall, we 
were witnessing a transition in in- 
terest rates which became more 
readily apparent in the months fol- 
lowing the unpegging of Treasury 
Bills on July 2, 1947. In the four 
months following, Treasury (90 
day) Bills moved from 0.375% (the 
rate maintained during the War) 
to 0.88%. Treasury (12 month) 
Notes moved from 0.875% to 1.08%. 
High-grade corporation bonds 
(which crested at 2.47% early in 
1946) moved from 2.65% to 3.07%. 

It also became apparent about 
that time that there existed a tre- 
mendous demand for funds on the 
part of corporations generally for 
capital additions and for working 
capital to finance a record volume 
of sales. 

An even more striking change 
had occurred in the investment pol- 
icies of the large insurance com- 
panies which, in March 1946, liter- 
ally at a loss to find an outlet for 
their funds, purchased long-term 
Union Pacific 214’s due 1991 to yield 
2.47% (now quoted at 89-90 to 
yield 2.91%) and urged Treasury 
officials to create a new tap issue, 


belatedly offered in October 1947 
in the form of the Investment 21's 
of October 1, 1965, became sellers 
of Governments (some 971 million 
in the first 9 months of 1947) to 
acquire better yielding corporate 
bonds and mortgages. 

It is interesting to note that addi- 
tions made by leading life insurance 
companies to their holdings of 
mortgages and investments other 
than Governments amounted to 
more than $4 billion in the first 8 
months of 1948. Over $2 billion 
were financed through a reduction 
in holdings of Government bonds, 
mostly of the longer term issues. By 
the end of August 1948 holdings of 
Government securities of leading 
Life Insurance companies had been 
reduced an estimated 18%, from a 
peak of about 20 billion about two 
years ago, to $16,350,000,000. 

The extent to which the life in- 
surance companies have been a fac- 
tor in the field of corporation financ- 
ing is probably best illustrated by 
a statement recently made before 
the financial section of the Ameri- 
can Life convention by Sherwin C. 
Badger, second vice president of the 
New England Mutual Life Insurance 
Company: 

“The business of private place- 
ments in the United States today is 
no fly-by-night development and 
neither is it small.” 

He asserted that, during the past 
10 years, about $10 billion of secu- 
rities have been placed by this 
method representing 30% of all 
corporate flotations in the period. 
So far this year, the figure has been 
nearly 40%, while in industrial, as 
distinguished from railroad and 
public utility financing, the per- 
centage is very much higher. 

The rising supply of investment 
funds on the one hand and the fall- 
ing demand for capital on the other, 
aided by the government’s low in- 
terest rate policies, made it increas- 
ingly difficult for life companies to 
buy enough corporate investments 
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THE NATIONAL CITY BANK 


OF NEW YORK 


Head Office * 55 WALL STREET + New York 


Condensed Statement of Condition as of March 31, 1949 


including Domestic and Foreign Branches But Not Including The Affiliated City Bank Farmers Trust Company 


(dn Dollars Only— Cents Omitted ) 


ASSETS 


Cash, Gold and Due from Banks........... 
United States Government Obligations. ...... 

(Direct or Fully Guaranteed) 
Obligations of Other Federal Agencies 17,988,577 
State and Municipal Securities.............. 243,833,896 
Other Securities. Ga aad cuts Delle en keen on 88,477,538 
Loans and Dissounte. ; Peete 1,393,086,182 
Real Estate Loans and Securities. 2,430,712 
Customers’ Liability for Acceptances......... 20,283,245 
Stock in Federal Reserve Bank.............. 7,500,000 
Ownership of International Banking Corpora- 

tion. LC TT TE TT re 7,000,000 
Bank Premises. . OT eT eT ee ae 27,509,105 
Other Assts...........- Pee ee 2,634,777 


EE ee er ee $4,802,599,350 


$1,419,660,247 
1,572,195,071 


LIABILITIES 


Deposits. . ws ee seeceee $4,444,516,006 
Liability on  Aaengennens ond Bills. "$29,178,197 
Less: Own Acceptances in Port- 
Ee eee as 21,213,627 


Items in Transit with Branches. ............. 13,121,239 


Reserves for: 
Unearned Discount and Other Unearned 
Income. Me 5. bate 5,686,361 
Interest, Taxes, Other Accrued ‘Expenses, etc. 22,848,328 
DE ort HcGudkoeaes sien 2,325,000 
Capital. . WR MAK DER Dee Kew dws 
Surplus. . F ere rrr re: 
Undivided Profits. jéienes cacea,. 292,888,789 


eT eT eT eRe eT ee $4,802,599,350 


Figures of Foreign Branches are as of March 25, 1949. 
$295,262,995 of United States Government Obligations and $568,480 of 
other assets are deposited to secure $210,411,463 of Public and Trust Deposits 

and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 
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GERARD SWOPE 
Honorary President, General 
Electric Company 
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in the open markets to meet their 
needs. Therefore, many companies 
took aggressive steps to arrange for 
the direct placement of entire is- 
sues privately. 

A further development in the 
trend towards more liberal supply 
of credit was the expiration on No- 
vember 1, 1947, of Regulation ““W” 
(requiring down payments of 20% 
and 33 1/3% with 15 months to pay 
versus more liberal 10% down pay- 
ment and 18 months to pay). Even 
under this Regulation, consumer 
credit had risen from 

$5.599 billion..Aug. 1945 

to 9.527 billion..Nov. 1946 

to 10.884 billion. .June 1947 

to 12.084 billion..Nov. 1947 
and now stands at $14.189 billion. 


The inflationary aspects of these 
developments coupled with the ap- 
parent irreconcilability of the views 
and objectives of Federal Reserve 
and Treasury authorities provides 
the portfolio manager with much 
food for thought. Future interest 
rates and bond prices are, in the last 
analysis, inseparably linked with 
management of the federal debt. 


The re-election of the present ad- 
ministration must be recognized as 
an indication that no early or major 
change in Treasury Department 
philosophy is to be expected. Man- 
agement of the Federal Debt, al- 
ready a Herculean task, now seems 
to be faced with an additional bur- 
den, i.e., possible deficit financing. 
The incumbent Secretary seems to 
have followed a studied program of 
“unfunding” the Federal Debt. At 
least recently maturing or called 
debt has been refunded with Treas- 
ury issues maturing in not over 18 
months, 


Ordinarily, a funding program 
would not necessarily mean long- 
term bonds but rather the extension 
of the short-term debt into bonds 
having more manageable maturities. 

By way of historical comparison: 
over 30% of World War I debt 
matured in 1921 to 1923, three to 
five years after the end of that war. 
Only about 10% of the early matur- 
ities found their way into long- 
term bonds due in 25 to 30 years. 
Approximately 90% of that refund- 
ing went into intermediate matu- 





Points On Investments 


Which Deserve Careful Thought 


1. The average bank, with its portfolio well balanced, with a sufficient 
amount of Treasury Bills and Notes to take care of any run-off of deposits, and 
with well-proportioned holdings of medium and long-term bonds to insure earn- 
ings, occupies a relatively secure position. 


2. Due to the cheap money policy so long in force, and now given an ex- 
tended lease on life, short- and medium-term corporate obligations suitable for 
a bank portfolio are in short supply. However, high-grade railroad equipment 
trust certificates are currently available in good volume, providing yields of: 


Maturity 
One year 
Two 
Three 


SN Sos wb as Re een 


Five 


ME is suede Rand > ee 


Average Yield 


Sidep marten eee 1.60% 
inna cee encanta a es 1.75% 


Sek Pea Re aS 1.90% 


S aibindn Ris pe er nN 2.05% 
erry rere te 2.15% 
ib Seen aa woaread Die 2.50% 


These compare with long-term corporation bonds yielding 2.75% to 3% and 


with 2.43% on eligible 244% of 1962-67. 


3. Purchases of corporate bonds should be confined entirely to high-grade 
issues referred to as “money risk’ obligations. These are bonds, the intrinsic 
security of which is beyond question. “Credit risk” or second-grade bonds 


should be avoided. 


4. Municipal bonds offering an equally wide field of maturity selection are 


available in quantity to yield: 
Maturity 


Two 
Three 


Five 


Yield 
dee aera aieaieee 0.85% 
Pere 1.c0% 


These are attracting increasing attention, particularly of a certain earnings 
group of bankers enmeshed with a peculiarity of the present Internal Revenue 
Act which imposes a tax of 53% on earnings between $25,000 and $50,000. 


5. The selection of municipal obligations should, for the most part, be limited 
to direct obligation general market issues, i.e., those enjoying a broad, national 


market. 


rities, none maturing beyond .928 
i.e.—five to seven years. Such a pro- 
gram applied to the 60% of the red- 
eral Debt maturing in the next five 
years would not only provide an 
orderly funding of early maturities 
but afford an ample supply of ac- 
ceptable bank investments at attrac. 
tive rates. 


Even the present money managers 
are committed, at least as an anti- 
inflationary measure, to a further 
hardening of the short-term interest 
rate. Rates of 1.25% for 90-day 
Treasury Bills (current rate 1.12%) 
and 114% for Treasury Certificates 
(current rate 1.25% ) can readily be 
visualized. It is incredible that a 
further firming of short-term rates 
will not find reflection in the yields 
of medium and long-term obliga- 
tions. 

Purchases of corporate bonds 
should be confined entirely to high- 
grade issues usually referred to as 
“money risk” obligations. These are 
bonds, the intrinsic security of 
which is beyond question. “Credit 
risk” or second-grade bonds should 
be avoided. 

Municipal bonds offering an 
equally wide field of maturity selec- 
tion are available in quantity to 
yield: 

Maturity 
One year 
Two years 
Three years 
Four years 
Five years 
Ten years 


Yield 

0.85 % 
1.00% 
1.10% 
1.20% 
1.30% 
1.75% 
These are attracting increasing at- 
tention particularly of a certain 
earnings group of bankers enmeshed 
with a peculiarity of the present 
Internal Revenue Act which imposes 
a tax of 53% on earnings between 
$25,000 and $50,000. To these bank- 
ers, a tax exempt yield of 1% is 
equivalent to a taxable yield of 
2.13% and a tax exempt yield of 
1.25% to a taxable yield of 2.66%, 
rather attractive when compared 
with a net return after taxes of only 
1.51% from eligible 242% of 1962- 
67. 

The selection of municipal obliga- 
tions should, for the most part, be 
limited to direct obligation general 
market issues, i.e., those enjoying 
a broad, national market, We do not 
look with favor upon, and generally 
counsel against, the purchase of 
local municipal obligations, particu- 
larly of very small communities— 
primarily on account of the limited, 
and at times, complete lack of mar- 
ketability. 
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aan Appropriate Brightness Control Lighting is the 
direct result of intensive study and close col- 

ul laboration between the lighting engineer, the 

to as ophthalmologist and the chromotologist. It pro- 


edie vides the optimum in ‘‘good seeing’’ conditions 


y of Financial Center 


‘redit from the standpoint of Light... Color. . . Vision. \ of the Midwest 
tens A. B. C. Lighting has convincingly proved it has 
an a profound effect upon the four major phases 
_ of banking . . . Client Relations . . . Employee 
y to ‘ oe 
Relations . . . Employee Efficiency and Sound 
Investment. The possibilities A. B. C. Lighting 
holds forth to you are clearly illustrated and 
described in an attractive and informative bro- 
chure offered below. 
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CURTIS LIGHTING, Inc., 6135 W. 65th $t., Chicago 38, Iilinois . 

Please send me a copy of “Trends in Modern Bank Lighting” with- 
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Deposits and Loans Increased 
Employee Turnover Reduced 


New Buildings Brought These Results 


By BURR S. SWEZEY 


President, Lafayette National Bank 
Lafayette, Ind. 


R. K. CALDWELL 


Asst. Vice President and Cashier 
American Bank & Trust Company 
Baton Rouge, La. 


Cc. L. PIERCE 
President, First National Bank 
Fort Lauderdale, Fla. 


More Loans And Increased Deposits 


“We have averaged 3.149 new de- 
positors per day since moving into 
our new quarters. We have made 
more loans, and our deposits have 
increased three and one-half million 
dollars. 

“We are able to give our deposi- 
tors much more efficient service, and 
they greatly appreciate it. 

“Our operating efficiency has been 
greatly increased and our employees 
get through their work much earlier, 
which is pleasing to them. 

“The whole atmosphere of the 
bank has changed. It has not only 
developed better customer relations 
but it has also developed better em- 
ployee relations. 

“Naturally, we are greatly pleased 
with the results obtained.”—Burr 
S. Swezey. 


Deposits Increased $1,300,000 In The 
New Building The First Year 

The president of a Western bank 
writes: 

“We have added a number of 
depositors since we moved into our 
new quarters, our counter business 
has increased very much and our 
deposits at the end of the year were 
about $1,300,000 over a year ago, 
whereas most banks here show a 
decrease in deposits. 

“The acoustics are very fine in 
our new quarters and our employees 
like to work here much better than 
in the old banking room. 
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In addition to this attractive new building, the First National Bank of Fort 
Lauderdale, Florida, has provided its customers with parking facilities. The new 
building includes a drive-in teller’s window, and C. L. Pierce, president, says “Our 
advice to banks building new quarters is: By all means, if you can do so, work ina 
drive-in teller’s window. 


“9 at 


Lek 


It is easy to understand why this Western bank increased its deposits $1,300,000 
over a year ago by occupying this new banking room. Not only does it have a mod- 
ern appearance, but it is more convenient both for customers and for employees. 
New depositors came to the institution because of the modern appearance of its new 
quarters. This new building was designed and constructed by the Bank Building 
and Equipment Corporation of America, with headquarters in St. Louis, Mo., a8 
were alse all the other new banking quarters shown on these two pages. 


BANKERS MONTHLY 














of Fort 
‘he new 
ys “Our 
ork ina 


$1,300,000 
ve a mod- 
mployees. 
of its new 
- Building 
is, Mo., a8 


MONTHLY 















“It is my opinion that both cus- 
tomers and employees like to see a 
change in quarters from time to time, 
and I believe that any type of busi- 
ness should keep up to date in the 
matter of improvements consistent 
with its financial ability to do so.” 


Deposits Doubled—Employee 
Turnover Reduced 
“Since moving into our new 
building, we have had a steady in- 
crease in the number of new ac- 
counts—almost double the number. 
“The fact that we have in our new 
location 50,000 square feet of park- 
ing space has been one of our great 
assets, as it is no problem to park 
within anywhere from 10 to 100 feet 
of our bank. 

















































































These attractive quarters of the First National Bank of Fort Lauderdale, Florida, 
are air conditioned. The result of the improved facilities is highlighted by a greatly 
reduced employee turnover. It is easy to see from this picture of the interior why 
customers enjoy doing business more than in older quarters. During the first eight 
months of occupancy, the bank increased deposits 50%. 


“Our new quarters, being entirely 
air conditioned, are much more 
pleasant for the staff, and we find 
our work is being done considerably 
more efficiently than at this time a 
year ago. Then, too, our employee 
turnover has slowed down. 


Drive-In Brings New Business 


“The drive-in teller service win- 
dow was a subject of much discus- 
sion before we started building, and 
at one time, we had about decided 
not to put it in the structure. Our 
advice to banks building new quar- 
ters is: By all means, if you can do 
so, work in a drive-in teller win- 
dow. We have found it to be of in- 
estimable value in procuring new 
business and holding old in these 











The American Bank and Trust Company of Baton Rouge, Louisiana, according 
to R. K. Caldwell, assistant vice president and cashier, has almost doubled its num- 
ber of deposit accounts since moving into these new quarters. 


days of shortage of parking space 
and crowded traffic.”—C. L. Pierce. 








“Our deposits have shown a 
steady increase, especially in the 
savings department since we occu- 
pied this new building. We have had 
very little turnover of personnel 
since the working conditions were 
improved.”—R. K. Caldwell. 


Deposits Increased 50 Per Cent 


“We have been in our new home 
approximately eight months, and 
during that time, we have been most 
pleased with the increase in our 
business and the better working 
conditions for our people. 

“At present, our deposits exceed 
those of the past two years and our 
increase in business for the last two 
months is almost 50% more than for 
the same months last year. 
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This bank has averaged about 314 new depositors per day since it moved into 
these new quarters. The president of the bank says “We have made more loans, and 
our deposits have increased $3,500,000. This is the interior of the Lafayette National 
Bank, Lafayette, Indiana. Burr S. Swezey, president, says that operating efficiency 
has been greatly increased. 


How the 
Recordak Co-ordinated System 
reduces costs, increases protection 
in Community Banks 


pet ad 


With an economical Recordak Junior Microfilmer any Community Bank can realize 
the same advantages that are enjoyed in a larger bank where Recordak microfilmers 
are installed departmentally to handle individual requirements 


@ This is done by consolidating all microfilm- 
ing work—following a simple, co-ordinated 
system which can be adapted readily to your 
present methods. 


Here’s how it works: 


All incoming items (mail, teller, exchange) are 
collected at intervals and photographed in the 
Recordak Junior Microfilmer. Any clerk, as part 
of his daily routine, can do the job . . . recording 
up to 1,500 checks, deposit slips, cash tickets, 
etc. per hour by merely placing them on the 
copy board and touching the exposure buttons, 


Following this, the incoming items are entered 
on a proof sheet . . . and distributed to the 
various departments. 


The system also calls for the microfilming 
of all outgoing documents which originate in 
the bank—return items, customer state- 
ments, ete. 


As a result, the bank has a photographically 
accurate and.complete record of every item 
which it has handled . . . is therefore protected 
as never before against internal and external 
loss or fraud. 


And this is only the start! 

Consider, now, the savings in time, effort, 
dollars that are realized in your daily opera- 
tions when you adopt the Recordak Co-ordi- 
nated System. 











ng 
in 


e- 


lly 
‘m 
ed 
ial 


rt, 
rae 


di- 


eliminates 


scription of incoming items 


lellers no longer need enter any 
description on deposit slips . . . since 
the deposit slips themselves will be 
photographed along with the checks. 
Many banks microfilm both sides of 
checks for a complete record . . . are 
thereby assured maximum protection.) 
Results: Tellers can give faster, 
more efficient service at their win- 
dows—backed up, all the while, by a 
photographically accurate and com- 
plete record. 





It eliminates 
duplication in bookkeeping 


There’s only one record to post... 
there’s only one posting a day. Your 
bookkeepers post only to a statement 
which serves as a ledger during the 
month . . . after which it is photo- 
graphed and forwarded to the custom- 
er along with his checks, which were 
recorded as they entered the bank. 


Result: Bookkeepers can handle 
many more accounts ... using 40% 
less equipment than is required in 
dual-posting...far less stationery, too. 





It eliminates 


description in transit 


An adding-machine tape serves as your 
transit letter. 


Just list and total the check amounts 
—that’s all! Description has already 
been taken care of . . . with the speed, 
the accuracy, the completeness of 
photography. 

Result: At least 60% of the time 
now needed for transit work can be 
saved. And the job can be done by 
any clerk familiar with an adding 
machine, 






It gives you these additional advantages 


Free Facsimile Service. Should transit letters go astray 
you're fully protected and depositors are not inconvenienced. 
For Recordak will make facsimiles of the missing items 
directly from your microfilm records—without charge. 


Greater Record-Protection. Your microfilm records 
can’t be tampered with without detection. What’s more, 
they require only 2% of the original filing space—you can 
keep them at your fingertips . . . or vault-store them if you 
wish. You can use the Recordak Junior for bank-wide micro- 
filming, too . . . to de-bulk old records, to copy deeds, ete. 

Your records can be referred to quickly, whenever needed 

. can be viewed enlarged, sharp and clear on a projection 
screen, which is an integral part of the machine. 





Increased Good Will. Your depositors will appreciate 
the greater protection . . . the new services you can offer— 
such as being able to provide them with facsimiles of lost 
cancelled checks so that they can substantiate payments. 
As a matter of fact, many banks are building business by 
advertising the advantages of being Recordak-equipped. 


The Low Cost is News, too. You can obtain a Recordak 
Junior Microfilmer—without capital investment—at a sur- 
prisingly low monthly rental that includes free servicing, 
maintenance, and parts replacement. 

Write today for complete information. Recordak Corpora- 


tion (Subsidiary of Eastman Kodak Company), 350 Madison 
Avenue, New York 17, N. Y. 


SRECORDEK 


(Subsidiary of Eastman Kodak Company) 


“Recordak” is a trade-mark 


originator of modern microfilming—and its application to banking systems. 





Insurance Costs Less When 
Approved Protective Systems Are Used 


The important information given here forms part of an article which 
appeared in a Protective Bulletin issued by the A.B.A. several months 
ago and is reprinted with permission of James E. Baum, Manager of 
the A.B.A. Protective Department. It is information that needs to 


be reviewed from time to time by bank executives. 


LARM systems connected with 
loud-sounding gongs on the 
outside of the building continue to 
be recognized by substantial dis- 
counts in premiums paid for night 
burglary insurance. But since No- 
vember, 1930, no discounts have 
been granted in daylight robbery 
insurance premiums for holdup 
alarms connected with loud-sound- 
ing gongs. These loud-sounding 
gongs have defeated some holdups, 
but they are usually sounded too 
late for prevention of loss or appre- 
hension of the bandits. 

Where response by police or spe- 
cial officers capable of sharp-shoot- 
ing can be depended upon within 
two or three minutes, the “silent” 


Discounts On Premiums 
Allowed For Eight Protective 
Systems 

1. Holdup alarms connected 
with two outside stations—10% 

2. Bandit-resisting enclosures 
—20% 


3. Bandit-resisting enclosures 
combined with a silent alarm to 
the police station—33 1/3% 


4. Vault and safe alarms con- 
nected with an outside central 
station or a loud-sounding gong 
—50% to 65% 


5. Relocking device on safe 
door—10% 


6. Tear gas system protecting 
the vault door—20% 


7. Messenger protection bag 
—20% 


8. Contributions to county vig- 
ilante systems—10% 
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automatic alarm has its advantages. 
It is inaudible to the bandits, being 
sounded at nearby vigilante or po- 
lice stations. The only, alarms now 
approved by the Underwriters’ Lab- 
oratories for the prevention of bank 
holdup and carrying a 10% dis- 
count on robbery insurance embody 
the automatic principle and connect 
with two outside stations. Such 
alarms, designated as ‘Holdup 
Alarm and Protection Systems,” 
are installed and serviced by two 
companies, one of which has several 
subsidiaries. 

Even the most efficient police 
power can be handicapped by banks 
whose lack of preventive measures 
or equipment bids welcome to bur- 
glary or banditry. Their enlight- 
ened self-interest toward self-pro- 
tection is necessary to make bank 
robbery a losing game. 

Banks which maintain approved 
types of bandit-resisting enclosures 
are entitled to 20% discount in 
their robbery insurance premiums. 
The approved enclosures are in- 
stalled by five companies. These 
formidable partitions are designed 
to bar entrance to the banking en- 
closure by bandits and at the same 
time permit shooting from within. 
The installation of bulletproof glass, 
unless it is part of an approved 
bandit-resisting enclosure, is not 
recognized as adequate protection 
by the underwriters. 

Supplementing their enclosures 
with alarms, two companies also 
manufacture bandit-resisting en- 
closure and alarm systems which 
have been singled out as meriting 
insurance discounts of 33%%, the 
highest credit granted for any 
equipment designed to prevent 
holdup. 

Tear gas systems have also been 
approved by the casualty under- 
writers. These are manufactured 
and sold by two companies. Banks 


maintaining such systems receive 
discounts of 25% on robbery insur- 
ance premiums. 

Tear gas is a self-contained unit, 
combative in operation, but depends 
upon somebody within the bank 
pressing a lever or button to dis- 
charge the gas. Any weakness on 
this score, however, may be over- 
come by connecting in the system 
a currency clamp or “trigger” to 
operate automatically and release 
tear gas by the same operation that 
is used to sound automatic alarms. 

To safeguard surplus cash in tell- 
ers’ cages, several types of small 
safes and chests protected by de- 
layed timelocks are on the market. 
Delayed timelocks certified by the 
Underwriters’ Laboratories defer 
the normal opening of the safes or 
chests for at least fifteen minutes if 
bandits demand access to the re- 
serve funds and may be set for 
longer periods of time. These de- 
vices are designed to minimize rob- 
bery loss, as the carefully planned 
timing of bandits seldom permits 
them to linger more than a few 


Vault and safe alarms connected with an 
outside central station (police or vigilante) 
merit a discount of 50% to 65% on insur- 
ance premiums. 
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minutes after they announce, “This 
is a stick-up.” 


For protection against night bur- 
glary, underwriters recognize com- 
plete vault or safe alarms connected 
with either an outside central sta- 
tion or a loud-sounding gong to the 
extent of discounts in the amount 
of 50% for Grade C systems, 55% 
for Grade B, and 65% for Grade A 
installations. On vaults with partial 
wiring, the discounts drop to 20%, 
25%, and 35%, respectively. These 
reduced insurance costs apply only 
to certified burglar alarm systems, 
which are sold by at least 13 com- 
panies. 


A discount of 10% is granted in 
burglary insurance premiums where 
a relocking device approved by the 
Underwriters’ Laboratories is in- 
stalled on the door of any safe or 
vault. Where the safe or vault is 
equipped with an approved tear gas 
system protecting the top, bottom, 
all sides and outer door(s) of the 
safe or vault, a discount of 20% is 
also allowed. If the tear gas system 
is not complete, but protects the 
combinations and connections to the 
combination and the full surface 
of the outer door of a vault, the 
discount is reduced to 10%. Tear 
gas systems approved by the Under- 
writers’ Laboratories for protection 
against burglary are sold and in- 
stalled by two companies and there 
are a number of companies selling 
approved relocking devices. 


A Messenger Protection Bag is 
approved by the Underwriters’ Lab- 
oratories for use in the transporta- 
tion of money or securities. This is 
an armored automatic alarm device. 
In the event of attempted holdup 
or robbery, the act of taking the 
bag from the messenger’s hand or 
handing over the bag by the mes- 
senger automatically releases a 
mechanism which locks the bag se- 
curely on the inside. Ten seconds 
later the alarm is sounded, followed 
immediately by a dense cloud of 
yellow smoke from the bottom of 
the bag. Underwriters grant a dis- 
count of 20% in the premiums paid 
for messenger robbery insurance 
when this bag is used in conveying 
insured property. 


In addition to these credits for 
preventative devices, the casualty 
underwriters allow discounts of 
10% on burglary and robbery in- 
surance premiums to banks which 
contribute to the maintenance of 
county auxiliary protective units. 
Since 1928, these so-called vigilante 
units have been operated by county 
and state bankers associations in 
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Bandit-resisting enclosures, from which a protected employee can 
shoot a bandit without danger to himself, merit a discount of 20% 


from hold-up insurance premiums. 


six states in the Middle West, and 
the discounts are contingent upon 
certificates issued by the American 
Bankers Association. 


Some People Are Savers; 
Some Are Borrowers 


There are two classes of people, 
from the point of view of their per- 
sonal finances—about evenly divid- 
ed: the savers and the borrowers. 
There is a twilight zone between, 
people who at the moment are 
neither borrowers nor savers; but 
they usually don’t sit on the fence 
very long. The first emergency or 
unforeseen expense or business op- 
portunity that arises, they are on 
the borrowing side. And, just as in 
the case of used car versus new car 
buyers, in normal times relatively 
few people move from one classifi- 
cation to the other in any one year. 

Surveys have shown, for example, 
that 2/3 of the automobile owners 
in this country have never pur- 


chased a new car. Similarly, 2/3 of 
the people have never borrowed 
money from a bank, though a good 
many of them undoubtedly have 
borrowed from some other source. 
So a 50-50 split of borrowers versus 
savers is still a reasonable division 
of Mr. and Mrs. Average American. 

The moral is that you must accept 
people as they are, not as you think 
they should be. 

Contrary to the popular concep- 
tion, comparatively few of the ap- 
plicants for consumer loans or sales 
finance credit are of the emergency, 
necessitous type. They may want 
very much to have the transaction 
approved and completed; but in 
most cases, they do not absolutely 
have to have the money. Indeed, an 
astonishingly large number of ap- 
plicants for loans “‘withdraw”’ their 
applications before the credit is 
finally passed on; and many decide 
they don’t want the money even 
after they have been notified that 
the credit has been approved.— 
Gary M. Underhill, executive di- 
rector, Consumer Bankers Assn. 
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Spaced Maturities For Investments 
Provide Liquidity, Increase Earnings 


Five bankers with maturity schedules which provide yearly liqui- 


dation, point out the stabilizing influence on all other banking 


activity of a program which supplies an average bond yield. 


By BYRON DUNN 


President, National Bank of Commerce 
Lincoln, Neb. 


EDWARD F. THOMPSON 


Asst. Vice President 
Union Planters National Bank and Trust Co. 
Memphis, Tenn. 


E. P. TALIAFERRO 


President, The First National Bank, 
Tampa, Fla. 


R. P. SHORTS 


President, Second National Bank and Trust Co. 
Saginaw, Mich. 


FRANK L. KING 


President, California Bank, Los Angeles, Cal. 


N THE early thirties when the 

Government started issuing 
bonds, we invested in higher-rate 
and longer-term bonds, because we 
could not see anything but an in- 
crease in deposits. We thought it 
would be at least 10 years before 
deposits would change. Instead of 
10 years, it was 15 years. 

It is a little hard to change the 
investment policy of a bank after 
bonds are purchased. It is not im- 
possible, but it is usually done at a 
sacrifice of earnings. 

For ourselves, and for our corre- 
spondent banks that look to us for 
guidance, we have analyzed our de- 
posits and our local situation and 
have gauged our bond maturities so 
that there are some bonds coming 
due each six months to take care of 
a possible drop in deposits and an 
increase in loans. 

Our maturities are now beginning 
to take care of our drop in deposits 
and increase in loans. 

There are communities, however, 
where there has not been an excess 
increase in deposits. Banks there 
can carry a longer maturity bond 
than banks in a location where 
there has been a big increase in de- 
posits and a decrease in loans. 
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At the present time, I wouldn’t go 
beyond five years in maturities. In 
the early thirties, 10 and 15 years 
was our-rule. Any bank, however, 
can have some 15-year maturities, 
even at the present time, but I 
would want only a small amount of 
my account in that long a term.— 
Byron Dunn, president, National 
Bank of Commerce, Lincoln, Neb. 


Fluctuations In Deposits And Credit 
Eased By Staggered Maturity 
Program 


Our holdings consist of govern- 
ments, municipals, and corporates. 

We endeavor to follow a staggered 
maturity program in our govern- 
ment account. Our bond maturities 
extend from a period of one to eight 
years, with the largest holdings con- 
centrated in governments callable 
in from three to five years. 

A well-spaced maturity program 
allows banks to have _ increased 
earnings in the bond account, as 
well as sufficient maturities to meet 
fluctuations in deposits and varying 
demands in credit.—Edward F. 
Thompson, ass’t. vice president, 
Union Planters National Bank & 
Trust Co., Memphis, Tenn. 


Short-Term Governments Help 
Maintain High Degree Of 
Investment Liquidity 


Our security account has been 
largely under the direction of the 
board chairman, R. J. Binnicker, a 
close student of bond markets, 
working with other senior execu- 
tives. 

While income has been an in- 
fluencing factor with many banks, 
maturity date has meant more than 
anything else with us, irrespective 
of the type of security purchased. 
We feared that too long a position 
might bring both losses and unfore- 
seeable problems. 

We have attempted to set up a 
schedule which. would provide 


maturity averages of five or six 
years and a 10-year maximum. In 
addition, a large percentage of the 
account has been maintained in 
short-term government certificates 
of indebtedness. Thus, a high degree 
of investment liquidity exists in our 
institution. We remember the days 
of the late twenties and early thir- 
ties and are trying our best to take 
advantage of the experience gained 
during that period. 

The rate on 90-day Treasury bills, 
formerly unattractive to the average 
bank outside of a metropolitan area, 
has now firmed to the point where 
such securities are attractive, and 
we have made substantial weekly 
purchases of them. 

Yields on tax-free obligations of 
municipalities, especially those of 
Florida cities, coupled with a firm- 
ing in rates and an increase in the 
loan account, have enabled us to 
continue to make a _ satisfactory 
showing to our shareholders. 

While rising costs of everything 





Six Advantages Resulting 
From Staggered Maturity 
Schedule 


1. The bank is provided with 
funds regularly. 


2. Frequent maturities meet 
fluctuations in deposits and vary- 
ing demands in credit. 


3. Earnings are increased. 


4. Short-term governments in- 
crease investment liquidity. 


5. Tax-free governments lower 
income tax rate. 


6. Speculative aspects are re- 
duced to a minimum. 
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have been a troublesome factor in | 


bank management, we have done 
our best to watch expenses closely 
and have made appropriate adjust- 
ment in service charges.—E. P. 
Taliaferro, president, The First Na- 
tional Bank of Tampa, Fla. 


Bond Maturities Provide Regular 
Source Of Funds For Loans 


For many years, we have been 
interested in the subject of carefully 
calculated maturity schedules for 
our bonds—especially governments, 
which comprise the bulk of our 
bond account. 


We have a schedule set up for 
definite amounts of bonds to mature 
each year over a 10-year period. A 
substantial amount matures, each 
year, but we have extraordinarily 
large amounts maturing during the 
election years or other years in 
which we anticipate unsettled eco- 
nomic conditions in the country as 
a whole and in our section in par- 
ticular. 


About 30% of our governments 
will mature within one year. 75% 
within about five years, about 15% 
between five and ten years and a 
little less than 10% in ten years. 
Because nearly half of our deposits 
are in savings accounts on which we 
are paying interest, we have nearly 
10% so-called long bonds, bearing 
better interest yields, of course, than 
the shorter-term bonds. 


It takes time to set up a desirable 
maturity schedule for bonds, for the 
simple reason that the cost of certain 
bonds maturing on certain dates is 
often considered too high for con- 
servative purchase. If all the bonds 
could be purchased at par, the pro- 
gram would be easier to arrange. 


Partially Tax-Free Governments 
Reduce Income Taxes 


If you have a large volume of 
bonds maturing every year, you can 
take this fact into account in figur- 
ing how much cash you should carry 
at all times. Some bankers consider 
government bonds due within one 
year substantially the same as cash. 
Another advantage of this system 
is that you can plan on receiving a 
large amount of cash from bond 
maturities every year, giving you 
funds regularly for attractive bank 
loans. If bank loans are scarce, you 
can reinvest the funds in more gov- 
ernments or other bonds with the 
desired maturities. 

We try always to have enough 
partially tax-free governments on 
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They found biddert TREASURE 
WLUTTLE TiN BOXES! 


When the company put in a postage 
meter, all departments were asked to turn in 
their stocks of postage stamps. Although the 
firm isn’t very large, the office manager was 
dumbfounded—and so was everybody else! 
-—to find $462.32 in stamps scattered around 
in desk drawers and stamp boxes. 

Have you any idea how much postage 
is unaccounted for in your bank , . .in loose 
adhesive stamps that can be lost, damaged 
or misused? A casual check might convince 
you of the economy, as well as efficiency, 
of a postage meter. 

With a postage meter, you buy postage 
by having the meter set by the postoffice for 
any amount you want... and your postage 
is absolutely safe, cannot be lost, pilfered or 
misused . . . is automatically accounted for, 
recorded in visible registers. 

Printing postage, as you need it, in any 
amount needed, for any kind of mail... is 


= PsTney-SOwes 


far more satisfactory—than stocking and 
sticking stamps, and manual mailing! 
The meter prints postage directly on the 
envelope, the exact postage needed... prints 
a dated postmark plus an optional small 
advertisement, and 
seals the envelope 
flap—all at the same 
time. And the meter 
prints on gummed 
postage tape for bulky registered mail, etc. 
Metered mail is already cancelled and 
postmarked, requires less handling in the post 
office, often makes earlier trains and planes. 
And whether you send out ten letters a 
day, or a thousand .. . find out now what a 
postage meter can do in your bank by 
calling the nearest Pitney-Bowes 
office, or write for illustrated 
booklet, “So You Have No * 
Mailing Problems?” z 


Postage Meter 


PITNEY-BOWES, Inc., 3888 Pacific Street, Stamford, Conn. 


Originators of the postage meter... 
. . . Offices in 93 cities in U. S. and Canada. 


largest makers of mailing machines 





HEN bankers speak of a new machine as 
“amazing,” “sensational,” “a sure thing for bigger 
profits,” that’s news! 

The revolutionary Todd pocket-check Imprinter 
is good news, too, for every banker who wants 
increased revenues from checking accounts. Now 
there’s no need to print 100 to 200 checks for a 
single account that may use only a fraction of them. 
Now you can get new customers and please old 
ones by giving name and address imprinting service 
in only a few moments. No longer do you need 
trained operators or costly ordering, follow-up and 
billing systems for imprinted checks. 


You save money, save time, build customer good- 
will, offer a new, up-to-the-minute service that will 
attract prospects and convert them into customers! 

With the Todd Imprinter, any employee can 
imprint and bind 20 to 25 checks in about the time 
it takes to make an ordinary deposit — actual tests 
show that imprinted checkbook delivery can be 
made to customers within 214 minutes after receipt 
of their orders. 

Find out today about the new Todd Imprinter, 
without cost or obligation. Just mail the coupon 
below for full details. Why not do it now, while the 
coupon’s handy? 


MAIL COUPON NOW! 


THE TODD COMPANY, Inc., Rochester 3, N.Y. 


Please rush full details about the new Todd Check Imprinter, with- 


out cost or obligation to me. 


Bank 


Address 


City- Zone Se ae 


ee 


COMPANY, INC. 
® Todd 


ROCHESTER NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 


DISTRIBUTORS THROUGHOUT THE WORLD 
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hand to prove advantageous to us in 
our income tax problem. As our ac- 
count now stands, we have heavy 
government bond maturities coming 
due each year during the next ten 
years—and we have carried out the 
same program with regard to certain 
high-grade municipal and corporate 
bonds. 

Every bank has a definite program 
insofar as purchase of bonds is con- 
cerned, for, obviously, a_ strictly 
commercial bank with no time de- 
posits must keep itself in more 
liquid position than a strictly sav- 
ings bank or a bank which has both 
commercial and time deposits. 

I am glad Bankers Monthly is de- 
voting some space to this general 








Suggestions For Planning 
A Revolving Maturity 
Schedule 


1. Arrange for a 5S- to 8-year 
maturity average. 


2. Make a 10-year maturity the 
maximum. 


3. Have heaviest government 
holdings in 3- to 5-year matur- 
ities. 


4. Plan for maturities annually. 








subject, as I think it is one wherein 
you can give valuable service to 
many banking institutions, espe- 
cially those in the smaller cities that 
do not have highly paid officials who 
can devote all of their time to the 
purchase of securities.-R. P. Shorts, 
president, Second National Bank & 
Trust Co., Saginaw, Mich. 


Average Yield Chief Benefit Of 
Spaced Maturity Program 


Aside from a generous secondary 
reserve consisting of short-term 
government securities, we have a 
maturity schedule running one to 
ten years, with approximately equal 
amounts maturing each year. 

It is not particularly difficult to 
set up such a schedule of maturities, 
although certain problems are 
bound to be met. There is always 
the question of whether the final 
maturity date or the earliest call 
date on government issues should 
be used in arranging the spaced 
maturities. Then, too, there are cer- 
tain maturities where government 
issues are not readily available. 
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To some extent, these gaps may be 
filled through the use of high-grade 
municipal and corporate issues. 
This latter course is not entirely 
satisfactory, because of the rela- 
tively small amounts in municipals 
and corporates in relation to the 
amount of governments ordinarily 
held by banks. 

The principal benefit from fol- 
lowing a spaced maturity program 
is the receipt of the average yield 
available over the life of the pro- 
gram, coupled with the elimination 
of speculation as it might be implied 
through a heavy concentration of 
investments in any one year.—-Frank 
L. King, president, California Bank, 
Los Angeles, Calif. 


Suggestions For Avoiding 
Forgery Losses 


The Crime Prevention Service of 
the National Surety Corporation, 
New York, makes the following 
helpful suggestions: 

The most frequent type of loss 
reported to surety companies by 
banks concern forged endorsements 
and forged maker’s signatures on 
checks cashed and paid. 

Here are three suggested safe- 
guards which will help banks reduce 
the number of forged check losses. 

1. When a teller pays out the 
bank’s money in cashing checks, he 
should not take chances. He should 
know every person for whom he 
cashes a check. If the amount of the 
check is more than his authorized 
limit or if other factors raise any 
doubt in his mind, he should cour- 
teously refer the presenter to an 
officer. 

2. Where it is the teller’s duty to 
examine all checks, he should care- 
fully compare the signatures on the 
checks with the signature cards on 
file in the bank. 

3. In larger banks where the pay- 
ment of checks over the counter 
and the payment of checks present- 
ed through other banks or through 
Clearing Houses are distinct func- 
tions, the management of the bank 
should make provision for the com- 
parison of signatures by a qualified 
person. 

Many substantial forgery losses 
have been curtailed by a compari- 
son of signatures as suggested in 
safeguards 2 and 3. 

Aside from the annoyance and 
embarrassment caused by forged 
check losses they adversely affect 
the Bankers Blanket Bond credit. 


Strengthen Your 
Doubtful Risks 


With Lawrence 


Receipts 





| by its prevailing risk 
criterion, a bank’s portfolio 
contains many loans on open 
account which may well be 
placed on a secured basis. 


Lawrence warehouse receipts, 
issued on the borrower’s inven- 
tory, will protect the lender with 
fundamentally sound collateral. 


New“Small Business” Depart- 
ment now extends Lawrence 
service to inventories valued as 


low as $5,000. 


Lawrence warehouse receipts 
are supported by the strongest 
financial statement in the field 
warehouse industry. Lawrence 
has always discharged, in full, 
its liability to all holders of 
Lawrence Warehouse receipts. 


Lending institutions have 
profited with Lawrence field 
warehousing in dealing with 
more than 20,000 business 
firms, over a period of 35 years. 


Booklet Gives Field Warehouse Facts 


Tells how Lawrence 
field warehousing 
makes secured credit 
possible for accounts 
in your portfolio. 
Write for free copy, 
“Borrowing on 
Inventory.” 


AWRENCE VWAREHOUSE 
OMPANY 


Nationwide Field Warehousing 
DIVISION OFFICES: 


SAN FRANCISCO 11, CALIF. NEW YORK 5,N.Y. 
37 Drumm St. 72 Wall St. 
CHICAGO 2, ILL. 
100 N. La Salle St. 
Los Angeles * Boston © Philadelphia © Pittsburgh 
Buffalo « Cleveland «* Cincinnati * Kansas City 
St.Louis * Atlanta © Des Moines © Charlotte 
New Orleans « Houston « Dallas « Denver * Phoenix 
Portiand « Seattle « Spokane « Stockton « Fresno 
Washington, D.C. © Manila, P. I. 








Is it safe to rent a safe deposit 
box with one key missing? 

a. Yes, if the customer is going to use 
it alone; b. The customer may be told 
to have another key made by the lock- 


smith; ¢. No, a box with one key miss- 
ing should not be rented. 


yy If you were asked to post a 
withdrawal of $5,000 to the ac- 

count of John Jones Farm Corp., in 

which book would you post it? 


a. Individual ledger; b. General ledger; 
c. Country books. 


eq When a bank decides to give its 

stockholders a stock dividend, 
from what account does it common- 
ly transfer funds to capital? 


a. Deposits; b. Cash; ¢. Surplus. 


Which of the following titles of 

articles did you see in a recent 
issue of Bankers Monthly? 

a. Banks Are Finding Safe Deposit Serv- 

ice Too Risky; b. Good Farm Credit Files 

Show More Than Assets And Liabilities; 


c. Dallas Federal Reserve Bank May Be 
Abandoned. 


In which of the following de- 

partments would you be most 
likely to hear the term amortiza- 
tion? 


a. Distribution; b. Vault; ¢. Loan. 


A check on a bank in another 
state should make you think 
of which term? 


a. Trust; b. Transit; ¢. Clearing. 


What official banking or gov- 
ernmental organization has the 
abbreviation P. C. A.? 


a. Political Credit Agency; b. Production 
Credit Authority; ¢. Production Credit 
Association. 


How many stockholders is a 
Mutual Savings Bank allowed 


(Answers on page 43) 


to have 
laws? 


according to most state 


a. Not over 500; b. Not over 200; ¢. None 
at all. 


Forty-nine cities have a prefix 

in their transit number which 
is different from the prefix for the 
state. Can you tell which city has 
the prefix 11? 


a. Pittsburgh, Pa.; b. Seattle, Wash.; c«. 
San Francisco, Calif. 


True or false. Circle the letter 
T if true; circle the F if false. 


T. F. Some banks give a credit card to 
customers who have paid a loan prompt- 
ly. This card entitles the customer to 
quick service when another loan is ap- 
plied for. 


Which of the following is a cor- 
rect statement? 


a. The Negotiable Instruments Law re- 
quires that banks protest all foreign 
bills; b. A bank may protest any items 
if it desires, but it is not required to 
do so by law; ¢. Banks are required to 
protest only those dishonored items on 
which a special request for protest has 
been made by the depositor. 


Which of these names is most 
likely to be heard in most any 
bank in the U. S.? 


a. Todd; b. Bucyrus; ¢. Hommell. 


Should a bank take a receipt 

from the renter of a safe de- 
posit box for the two keys supplied 
him? 


a. It is routine to give everyone two 
keys so this is unnecessary; b. Yes, this 
should be done; ¢. It depends upon the 
rules of the bank. 


Which of the following state- 
ments is correct? 


a. There are more banks in Illinois than 
in Indiana; b. There are more banks in 
Indiana than in Illinois. 


If a local real estate man 

served your bank by determin- 
ing the value of real estate on which 
the bank proposes to lend money, 
which word would best describe 
him in that capacity? 


a. Bailee; b. Appraiser; ¢. Estimator. 


What percent of a National 

Bank’s paid-up and unem- 
ployed capital and surplus may be 
loaned to one person on open-line 
credit? 


a. 25%; b. 10%; «. 15%. 


In which department of a bank 
would you be most likely to see 
Venetian blinds? 


a. Officers’ quarters; b. Vault; ¢. Work- 
room. 


In what Federal Reserve Bank 
District is Denver, Colo.? 


a. 9; b. 10; «. 11; d. 12; e. 13. 


Which of the following is an 
incorrect statement? 


a. Customers like service charges better 
than exchange; b. There is no special 
place on a check where the amount in 
numerals ought to be. 


Your bank started a month 

with a balance of $25,000 with 
one of its correspondent banks. Dur- 
ing the month, the correspondent 
bank collected $10,000 worth of 
transit items, and your bank drew 
drafts against that account totaling 
$5,000. What would the balance be 
at the end of the month? 


a. $25,000; b. $30,000; ¢. $35,000. 
BANKERS MONTHLY 





Monroe 
Bookkeeping Machine 
Model 210-285-212 


efficiency to bank on.... 


“Tops!’’—Bookkeepers’ verdict on this versatile, 
work-hungry Monroe. And for good reasons: 

Utility... handles 3 major bank accounting jobs. 
Simplicity ...fully visible, smoothly gliding carriage 
cuts noise, vibration to fading point. Matchless Monroe 
ease of operation... famous “Velvet Touch” spells 
maximum finger comfort ...speeds work, swells figure 
production, banishes fatigue, strain... Backed by Monroe's 
built-to-last engineering. ..and Monroe’s nation- 

wide, factory-trained service organization. To be sure 
... doubly sure of peak posting efficiency ... specify 
Monroe. Phone nearest Monroe branch or write Monroe 
Calculating Machine Company, Inc., Orange, N. J. 


CALCULATING 
WPS S0) Om 
Boe ee SS Beste Sss ACCOUNTING MACHINES 
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4 Pavagapee! 


The Bell & Howell Recorder per- 
mits 8mm images on 16mm film 
for double economy . . . can photo- 
graph both sides of a document 
simultaneously ...can place on one 
100-foot roll of film a greater num- 
ber of images than was formerly 
possible. Documents can be fed by 
hand, or with automatic feeders, 
at speeds never before possible. 
Anyone can operate the recorder 
with a few minutes of instruction. 


WHEREVER 


,R eae e*s 


AGE OF MICROFILM 


go Feeate! 


The Bell & Howell Reader is a 
marvel of simplicity for showing 
a clear, readable image —enlarged 
to the actual size of the original 
document, or larger—even when 
used in a brightly lighted room. 
While seated at the reader, the 
Operator can rewind, focus, scan 
and load films quickly and easily. 
Photographic facsimiles, to actual 
size, can be made in a few minutes 
without the use of a darkroom. 
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Burroughs and Bell & Howell have joined forces to bring 
business the full advantages of a highly versatile, very 
economical business tool... 









It is microfilm, the logical successor to the vast bulk of 
paper documents, in transit and in storage, on which most 
businesses depend for the record of their transactions. 


Microfilming, as accomplished by modern Bell & Howell 
equipment and applied to business needs by trained Bur- 
roughs representatives, offers impressive benefits. It saves 
space—can be stored in 1/100 of the space required by 
original documents. It saves time—replaces laborious 
duplicating of records with split-second photography. It 
eliminates errors—is photographically accurate. 


Aye es «a ses 


Burroughs offices can now offer the most practical micro- 
filming assistance. Bell & Howell microfilm equipment, 
built to standards of precision and dependability that have 
made Bell & Howell the recognized leader in the field of 
photography, is advanced in design, simple in operation. 
Burroughs counsel and cooperation is founded on complete 
familiarity with business procedures, providing careful 
integration of microfilming into the over-all business 
system. And Burroughs worldwide service organization 
gives finzl assurance of continuing, continuous microfilm- 
ing satisfaction through efficient equipment maintenance 
and prompt film processing. 


Bell & Howell microfilm equipment is now distributed and 
serviced exclusively by Burroughs. Your Burroughs office 
will be glad to discuss the application of microfilm to your 
business needs. 


BURROUGHS ADDING MACHINE COMPANY 
DETROIT 32, MICHIGAN 


- / Bell & Howell microfilm equipment 
od is based upon a new principle of re- 
cording, which doubles the efficiency 


and halves the cost of microfilm for 
many business purposes. 
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Exposed spools of microfilm are 
quickly and efficiently developed 
at Burroughs processing centers 
and promptly returned for im- 
mediate use. Large volume users 
who prefer to develop their films 
on their own premises find the Bell 





is, scan & Howell Automatic Processor 
| easily. simple and easy to use. It’s fast, 
> actual too! In a few minutes, a roll of 
minutes § | film is processed, dried and 
‘kroom. spooled, automatically. 
9 
o ae Burroug Ss 
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Peak Loads Avoided By Mailing 
800 To 1,000 Statements Per Day 


Authority to mail statements on designated days is 
secured in writing from customers. Much time has been 
saved during the past 12 years by the plan here described. 


ACK in 1936 we had reached 
the point where mailing all of 
our statements on the last day of 
the month was extremely burden- 
some, In casting about for some 
solution to this problem, we awoke 
to the fact that, for many years, the 
public utility companies (water, 
phone, lights and gas) had been 
mailing bills on a serial basis, read- 
ing meters in different parts of 
town on different days of the month. 
Taking this as a basis of operation, 
we enclosed with the next state- 
ments (to individual customers 
only) a little card suggesting the 
mailing of statements rather than 
having them called for in person. 
Over 80% of the individual cus- 
tomers signed the authority to 
mail, without question. We picked 
the day prior to the one mentioned 
on the card when statements to each 
letter of the alphabet would go out. 





By W. H. WALLERICH 


Vice President, The First National Bank 
Fort Worth, Texas 


Benefits To The Bank From 
Staggered Mailing Of 
Statements 


1. There is no more work on 
the last day of the month than 
on any other day. 


2. An automatic audit of state- 
ments is provided. 





At that time, we had only about 
10,000 accounts, of which about 
1,500 were commercial accounts 
which we continued to close the last 
day of the month. As our records 
proved they were not picked up the 


Steps We Now Follow In Daily Statement Mailing 


1, When 
opened, we get a card signed 
authorizing the mailing of state- 
ments. The original ledger sheets 
are signed by the customer. 


a new account is 


2. We have a plate made for 
each account on the ledgers, giv- 
ing the name of the customer, to- 
gether with any code notation, 
such as "MOM" for Mr. or. Mrs. 
signing on one account, and 
“PPO” for payment in person 
only. Other notations assist our 
bookkeepers in proper handling 
of the account without referring 
to the signature card for special 
instructions. 


3. All the plates to be mailed 
on the same day are kept in one 
drawer. 


4. The day before a statement 
40 


is scheduled for pulling, the Ad- 
dressograph department heads 
new ledger sheets and the book- 
keeping department operator 
pulls the balances. She photo- 
graphs the old statement sheet, 
pulls the checks from the files, 
and passes them to the delivery 
department. 


5. The delivery department 
verifies the number of checks in 
each statement, places them with 
the statement in an out-look en- 
velope and forwards them to the 
mailing room. 


6. This gives us a_ control 
which we never had before, as the 
statements are never returned to 
the bookkeeping department, nor 
are they ever handled again by 
the posting clerk making the orig- 
inal entries. 


first day of the month in most in- 
stances, we arranged with the com- 
mercial customers to close their 
statements as of the last day of the 
month but delivered them the sec- 
ond business day of the succeeding 
month. 

At present, we have over 30,000 
checking accounts and only a little 
over 2,000 business accounts. 

Our original cycle mailing of 
statements system was on a weekly 
basis. Since then, we have developed 
a daily cycle mailing program han- 
dled in the following manner. 

In our Addressograph Depart- 
ment, we have a plate made for each 
account on the ledgers giving the 
name of the customer, together with 
any code notation such as “MOM” 
for Mr. or Mrs. signing on one 
account and “PPO” for payment in 
person only; and other notations 
which will assist our bookkeepers in 
proper handling of the account 
without referring to the signature 
card for special instructions. All the 
plates to be mailed on the same day 
are kept in one drawer. 


Statements Are Photographed 


The day before a statement is 
scheduled for pulling, the Address- 
ograph Department heads new 
ledger sheets and the Bookkeeping 
Department operator pulls the bal- 
ances. She photographs the old 
statement sheet, pulls the checks 
from the files, and passes them to 
the delivery department. This de- 
partment verifies the number of 
checks in each statement, places 
them with the statement in an out- 
look envelope and forwards them to 
the mailing room, 

This. gives us a control which we 
never had before, as the statements 
are never returned to the Book- 
keeping Department, nor are they 
ever handled again by the posting 
clerk making the original entries. 
In this way, we mail from 800 to 
1,000 statements per day. 

When a new account is opened, 
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So your checks are on a ae 
enor eS =] 
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Hammermill Safety! = “Gans 


Fine! That’s a good 


name everyone knows! 
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SERB on ees 


YOUR CUSTOMER is pleased when he sees 
the Hammermill Safety watermark in his check 
paper. He knows and respects the Hammermill 
name. He uses Hammermill papers in his day- 
to-day business, for letterheads and essential 
forms. 

Checks on Hammermill Safety, therefore, 
are a continuing factor in good public relations 
—a reminder that even in the matter of 
choosing paper, sound judgment guides your 
bank’s decisions. 

Know this fine check paper better. Just send 
the coupon below for sample book showing 
Hammermill Safety in a vari- 
ety ofcolors and three pleasing ee: 
background patterns. ~ 


GIVE YOUR CHECKS THE ADVANTAGES OF THE “BEST KNOWN NAME IN PAPER” 


a ee 


Hammermill Paper ae. are 
1505 East Lake Road, Erie, Pennsytv 
Please send me — FREE — a sample book of HAMMERMILL 


SAFETY in available colors and surface designs. 


Position —$—$—_$$<$—< 


a e on, your bank letterhead) BM—MAY 


(Please attach to, or writ 


MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE, PA., FOUNDED 1898 
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we get a card signed authorizing the 
mailing of statements. The original 
ledger sheets are signed by the cus- 
tomer. The card is delivered to the 





How Customer Permission 
For Staggered Mailing 
Is Obtained 


1. A request for written per- 
mission to mail statements was 
enclosed with statements of non- 
business accounts. Over 80% 
gave this permission without 
question. 


2. Each card bore the date of 
the month on which statements 
would be mailed. 


3. Business statements are all 
made as of the last business day 
of the month and are ready the 
second business day of the fol- 
lowing month. 





Addressograph Department where 
plates are immediately made and 
set up in the proper drawer for date 
of mailing. 


SUBSTANTIAL SAVINGS 


REBUILT GUARANTEED BUSINESS MACHINES ° 
OUR 5-DAY APPROVAL PLAN 
ASSURES COMPLETE SATISFACTION 


ADDING MACHINES ° BRANDT 
COIN CHANGERS 





e@ Hand and electric. Por- 
e@ table and Standard. 
e@ Burroughs, Sundstrand, 
@ Remington, Victor, R. C. 
e@ Allen. 

eeeeveeeseeees 


$ KARDEX CABINETS 


Coin Changers of every 
kind. Hand and electric. 
Sorters and Counters. 

eeceeeeosecee 


ADDRESSOGRAPHS 


Hand and electric. All 
All Size Pockets.Frométo @ models. Also cabinets, 
33 drawer capacity.Also @ trays, plates, frames, 
e@ Acme, Rand and others. © tabs, etc. 


-! ALSO: Colculators — Typewriters — Checkwriters — 
e@ Mimeographs — Liquid Duplicators — Multigraphs — 
e Sealers — Folders — Pitney-Bowes Mailing Machines. 
4 Dept. BM-5 40 West *6th Street 

e New York11 N.Y. © CHelsea 3-3442-3-4-5-6 


MAILERS' EQUIPMENT CO. 


42 


To THE FIRST NATIONAL BANK OF FORT WORTH 
You are instructed to mail statement and cancelled checks, as per your regular statement 


schedule, to address given below. 


SIGNATURE 


ADDRESS 


SPECIAL 
INSTRUCTIONS 


You will be notified, in writing, of any change of address 


TitLe oF Account 


We have our new account customers sign a special contract card whether individ- 
ual, partnership, corporation or association. These cards stay on our main floor in 
our general files for the use of paying and receiving tellers. 

The order to mail statements card and specimen signature goes to the bookkeep- 
ing department on our fourth floor. This enables us to have one set of signatures 
for general use on the main floor and the other set in our checking department for 


quick reference. 


Since 1936, we have never had 
any complaints about this procedure 
and only in very rare instances has 
a customer requested that his state- 
ment be sent at a date other than 
that originally shown on the mail- 
ing card. When such a request is 
made, it is quite simple to shift the 
Addressograph plate from one date 
drawer to another without any con- 
fusion. No one but the members of 
the Bookkeeping Department are 
required to have anything to do 
with the handling of these state- 





The Marketing Of Cotton 
And The Financing Of 
Cotton Merchants 


By Frank A. Richards. Published by 
the Chase National Bank of the City 
of New York. Copies will be sup- 
plied to bank officers who write for 
them. 50 pages, cloth cover. 


To any banker interested in cot- 
ton or cotton marketing, and espe- 
cially to those interested in the 
financing of cotton, this book should 
become a reference work of perma- 
nent value. It covers ail phases of 
the situation, beginning with the 
best type of cotton to be grown, 
grading of cotton, and government 
control. 

It covers futures exchanges, mar- 


ments. As you can see, on the last 
day of the month there ‘is very 
little, if any, extra work. 
Whenever an account closes, we 
immediately mail a statement with 
checks to the address of record. 
For the last year, we have been 
opening about 1,000 accounts per 
month and closing out 700 or 800 
per month. This gives an idea of the 
turnover occasioned by the terrific 
shifting of our population in this 
area for the last three or four years. 





keting of cotton by cotton mer- 
chants, financing the merchants, and 
legal limitations. 

The book also contains tables giv- 
ing the total production and con- 
sumption of cotton for 20 years, 
universal standards for grades of 
American cotton, volume of trading 
on cotton futures exchanges, and a 
complete census of the business. 


There is scarcely anything you 
can’t accomplish, but you must first 
decide whether you are sure of what 
you want to accomplish and then 
you must decide whether you are 
prepared to begin the task. Follow- 
ing that, decide what part of the 
preparation or what part of the task 
you are prepared to do today. 
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Answers To Bankers 
Monthly Quiz No. 71 


c. If one key is missing, there 
is always a possibility that 
someone may have the key who 
might thus gain entry to the box 
after it was rented to someone else. 


a. All commercial accounts, of 

course, are posted in the Indi- 
vidual ledger. Only the bank’s own 
accounts are in the General ledger, 
and the Country books contain only 
the accounts of other banks which 
have deposits in your bank. 


c. Surplus is the only one of the 

three accounts which it would 
be proper to transfer to capital. 
Deposits, of course, belong to the 
customers and not to the bank. Cash 
is an asset and not a liability. If cash 
were transferred to capital, it would 
throw the bank’s statement out of 
balance. 


b. It should be generally known 

that the safe deposit service of 
a bank is a desirable business and 
not too risky. It should also be gen- 
erally known that there is no likeli- 
hood whatever that a Federal Re- 
serve bank would be abandoned. 


c. Only the interest on a loan 

is amortized. The word has no 
connection with the safe deposit 
vault or with the work of distribut- 
ing checks to the books, to transit or 
to clearings. 


b. Of course it is possible that a 

check drawn on a bank in an- 
other state would be for a payment 
to a trust account. However, the 
question does not give that impres- 
sion, and so the information given in 
the question should make you think 
only of the transit department. 


c. This is a governmental or- 

ganization which was organ- 
ized to provide credit to farmers for 
production purposes. 


8 | c. Mutual savings banks do not 

have stockholders as such, for 
all their depositors share in the 
earnings in proportion to their de- 
posits, but stock is not issued to 
them. 


c. San Francisco transit num- 
bers all have the prefix 11. 


True. Those banks which use 

credit cards find them to be 
very helpful because they encour- 
are borrowers to borrow again. Such 
a card also makes the customer 
proud of the bank, and is likely to 
cause him to recommend other peo- 
ple to come to his bank. 
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How 
NORTHERN 
TRUST 
SERVES YOU 


» THE TRUST DEPARTMENT 


Provides safekeeping for securities. 


Receives and delivers securities. 


Collects income and principal of bonds and 
other securities, as paid. 


Is available for consultation on questions 
relating to personal trusts. 


Offers assistance in the development or re- 
vision of pension or profit-sharing plans. 


Serves as co-paying and exchange agent, co- 
transfer agent, co-registrar and co-depositary. 


As your Chicago correspondent we make available to 
you all of our banking, trust, bond and operational 
facilities plus many other personal services. 


THE NORTHERN 
TRUST COMPANY 


50 SOUTH LA SALLE 





None of them. Only foreign 
bills which are dishonored are 
required to be protested. 


a. The Todd Company manu- | 


factures bank checks and check 
protecting equipment. 
b. It is important to have this 
receipt so that the bank has 


written evidence that two keys were 


given to the renter. 


a. Illinois has 890 banks as of 
December 31, 1948, and Indiana 
has 495. 


b. The common name for a per- | 
son who determines the value | 


of real estate is appraiser. 
b. This is in the national law. 





STREET, CHICAGO 90 


HELP 


IN PLACING EMPLOYEES 


IN THE RIGHT WORK 


Application blanks and job questionnaires 
are available for those bankers who wish 
to make sure that each employee is doing 
the kind of work for which he is best 
fitted. If you have the employee fill out 
the application or the job questionnaire in 
his own handwriting, | can then supply 
you with a scientific analysis of the char- 
acter traits of the employee which will 
enable you to determine what kind of 
work the employee can do best. 

This will be a help in advancement as 
well as in original employment The charges 
are reasonable, and will be quoted in ad- 
vance if desired.—C, H. Fletcher, Personnel 
Consultant, 2515 West 82nd Street, Chicago 
29, Wi. 








a. It is possible that some banks 


the work room, but they are more 
commonly found in the officers’ 
quarters, 
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Manned by officials with years of 
experience, our Correspondent 
Bank Division renders a complete 
service, conducted in an intimate 
and personalized manner. 


Cooperation is our guiding policy. 


Public National 


| BANK AND TRUST 
| COMPANY OF NEW YORK 


Established 1908 


i Member: New York Clearing House 
i. Association, Federal Deposit 
[ Insurance Corporation 





mis, b. There is a branch of the 
might have Venetian blinds in | 


Kansas City Federal Reserve 
Bank in Denver, and Kansas City is 
the headquarters of the tenth Fed- 
eral Reserve District. 


b. There is, of course, a special 
place on all checks where the 


amount in numerals ought to be. It 


is true, however, that sometimes a 
customer will print checks which he 
intends to use with a check writer, 


| and will not provide a special dollar 


sign and line for the writing of the 


| amount in numerals. This practice 


| 


is discouraged by banks. The special 
place where the amount in numerals 
should be is at the right end follow- 
ing the space on which the payee’s 
name is written. 


20} b. If $10,000 were added and 

$5,000 were withdrawn, the 
new balance would be $5,000 more 
than at the beginning of the month, 
or $30,000. 


It’s Your Business 





| By J. L. Simon. Published by Fair- 
| child Publications, Inc. 7 East 12 


Street, New York 3, N.Y. 199 pages. 
Price: $3.50. 


The factors contributing to the 
success of any small business enter- 
prise have been exhaustively enu- 
merated and analyzed for the benefit 
of aspiring business owners, as well 
as those who wish to improve the 


| efficiency of their already-estab- 
| lished organizations, in a new book, 





assure you of prompt, efficient 


handling of every type of banking transaction. 


Our extensive services are at the disposal of 


all banks. 


CiTry NATIONAL BANK 


AND TRUST COMPANY of Chicago 
SALLE 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 


208 SOUTH LA 


STREET 












entitled It’s Your Business, by J. i 
Simon. 

Twenty years of advising small 
businessmen have provided Mr. 
Simon with a fund of information 
on “success factors” and human ex- 
periences in individual enterprises. 

In his position as head of J. L. 
Simon & Co., consultants to small 
business, the author sees a healthy 
trend favoring small business, 
which, he points out, constitutes 
90% of all American business, and 
is constantly growing. He endeavors 
to advise those in business or plan- 
ning to go into business through the 
case-history method of proved suc- 
cesses. Generalizations and statis- 
tical data are useful as background, 
Mr. Simon states, but it is actual 
human experience found in case his- 
tories—what makes “the other fel- 
low” tick—that best supplies the in- 
formation needed for the successful 
operation of a small business, and 
shows how to avoid many of the pit- 
falls so often responsible for busi- 
ness failures. 

No rosy picture is painted in It’s 
Your Business for an overnight 
success. In defining small business 
and outlining all of the “success 
factors” to be considered by begin- 
ners, Mr. Simon stresses the fact 
that “becoming a success is not easy. 
It means much hard work and more 
than a few disappointments.” 


How To Obtain Bank Costs 


By Ernest S. Woolley. 1949. Bankers 
Publishing Company, Cambridge, 
Mass. $5.00. 


This is a new revised edition of 
Mr. Woolley’s valuable manual on 
bank cost accounting. The author, 
who is a certified public accountant, 
has had many years of experience in 
working with banks on cost sys- 
tems and problems. 

This book shows a bank how t 
analyze its costs by a method which 
is both simple and complete. Here 
is described in minute detail and 
with a wealth of illustrations a 
simple method of obtaining bank 
costs and for installing a system of 
bank accounting as an aid to effec- 
tive management. 


Banking 


By W. J. Thorne, Published by Ox- 
ford University Press, 114 Fifth 
Avenue, New York 11, N. Y. Price 
$2. 

This is a small book giving de- 
tailed information regarding British 
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banking. It apparently was written | 
largely for the prospective bank 
depositor or the man who uses only 
one banking service. It will be in- 
teresting to American bankers in 
that it shows some of the different 
methods in vogue in English banks 
as compared to those in America. It 
also tells of the history of the de- 
velopment of English banking. 















High on the 


SYAY ‘Convention 
the yeu Ms: 


CONSUMER CREDIT 


Because of its current critical importance, con 












The Par Collection And 
Absorption of Exchange 
Controversies 


By Melvin C. Miller. Bankers Pub- 
lishing Co., Cambridge, Mass. $5.00. 

This book is a complete treatise 
on this important banking con- 
troversy. It describes recent devel- 
opments, arguments pro and con, 
and the present status of the prob- 
lem. It is designed to give the reader 
a brief and informative picture of y 
what is involved in the controversy sumer credit is slated for much discussion at this 
which has bedeviled and divided 
the ranks of banking through the 

































vear's state Conventions. 




















years. We've been talking about it for a long time — 36 
The author is deputy manager of | 
the American Bankers Association vears to be exact. We'll be talking about it at the 





in charge of the Bank Management 
Commission and the State Bank : 
Division. correspondents come to St. Louis to see. 


conventions. We'll be demonstrating it when our 














Get Your Publicity Printed 


Banks should provide newspapers | 
and magazines with the type of | 
stories that the editors themselves Come in, say hello, and look around. 
want and use. The press-agent con- | 
cept of publicity, that is, send in just | 
anything because it is free, results | 


in elaborate defenses against pub- | 
licity on the part of editors. 


Before you submit an item, first | ius dustri al 
make sure that it is credible and | Bank of St.Louis 


then that it will be of interest to the | NINTH AND WASHINGTON (2) # ® fiviiect’eSshonanon 
people it reaches.—Peter R, Ed- | 


monds, Farmers and Mechanics Sav- | 


Illinois Bankers coming to St. Louis— 





our remodeling is nearing completion. 







































mgs Bank, Minneapolis. 
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Fewer Banks—Increased 


Deposits 


The first 1949 edition of Rand 


M¢Nally Bankers Directory — The 
Blue Book—shows that the number 
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During the last six months of 


posits, surplus, and loans are in- 
1948, there was a decline of 29 


of banks is decreasing, but that de- 
creasing. 
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1948 there was a decline of 122 
In the six months period, the 29 
banks which discontinued business 


banks. During the entire year of 
banks. 
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In other words, the state banks are 
declining faster than the naticnal 


national banks and 3 private banks. 
bank 


were made up of 19 state banks, 7 
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ill 130 private 
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These figures, however, do not 
mean that there are fewer banking 
offices. The number of branch of- 
fices has increased, and the 


banks, 
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greater at the end of the year than 
at the beginning. There were 19, 


number of banking offices 
banking offices of all types. 
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Surplus and undivided profits each 


Deposits increased during the last 
six months of the year $5,941,900,- 
increased. The total of the increase 
of both items is $320,268,000. 


000. 
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investment portfolios also 


Loans are up $3,183,294,000. 
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Auditor Should Control 
All Inactive Accounts 


f good audit con- 


, it is generally deemed advisable 


that so-called inactive accounts be 
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controlled directly on the General 


Bookkeeping Department 


ledger should be placed under the 
supervision of the auditor or control 


Books. Any activity in the inactive 
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officer. He should approve all with- 


accounts. All cancelled vouchers and 


drawals from and deposits to such 
statements rendered on inactive ac- 


isposition. 
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How Much Is A Billion? 


If a fund had started to accumu- 
late January first, 1 A. D., at the rate 
of one dollar a minute, it would not 
have reached the billion mark for 
over 1,900 years, or, to be specific, 
until April 29, 1902. 

The producer of this provocative 
bit of statistics is James T. Ander- 
son, advertising manager of George 
La Monte and Son, manufacturers 
of safety paper. The calculation was 
used in an advertisement of this 
company published in the April, 
1949, issue of Bankers Monthly. 

Several bankers have questioned 
the computation, so Mr. Anderson 
offers the following explanation: 


“On the basis of one every four 
years, there would be 475 leap years 
in 19 centuries. From this total there 
must be deducted, for reasons that 
will be explained, the years 4, 1752, 
1800 and 1900, leaving 471 leap 
years of 366 days each. However, 
the year 1752 included only 355 
days, which reduced to 1429 the 
total number of 365-day years. 

“This calculation covers 1901 
years with 118 days, 10 hours, and 
40 minutes left over, so that 10:40 
A. M., April 29, 1902, became the 
minute the billion mark was reached. 

“The World Calendar Association 
has pointed out that the year 4 
A. D., though divisible by 4, was not 
a leap year because the College of 
Pontiffs failed to carry out Julius 
Caesar’s directions for placing every 
fourth year in that category. When 
Augustus Caesar discovered the 
oversight, he decided to rectify the 
miscalculation by suspending the 
next three intercalations, with the 
result that 8 a. D., became the first 
of our leap years. 


“In 1582, Pope Gregory XIII and 
his scientists found that the discrep- 
ancy between the natural or solar 
year of 365.2422 days and the exist- 
ing calendar year of 365.25 days 
had established a substantial error 
and ten days were dropped from the 
Julian calendar during the year 
1582. 

“A similar adjustment was made 
by England and her colonies in 1752. 
By this time, it was ascertained that 
the solar time calendar differential 
had amounted to approximately 11 
days, and these were deducted from 
the month of September, making the 
total for that year 355 days. 

“To protect our calendar from 
further inaccuracies, we at that time 
put into effect the same leap year 
ruling made in 1582 for the Roman 
Catholic countries, that only cen- 
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LooKING AHEAD WITH 


THE BELL SYSTEM 


The Bell System has been working at full speed to meet the 
enormous postwar demand for telephone service and to make 
the quality of the service better and better. Meanwhile, sub- 
stantial increases in our labor and material costs have made 


it necessary to request moderate increases in telephone rates. 


Regulatory bodies in reviewing these requests have recog- 
nized that earnings must be adequate to attract and protect 
the savings of investors. They have seen how greatly it is to 
the advantage of telephone users and their communities that 
the System’s big program of improvement and expansion 
continue, As a result, telephone rate increases have already 
been granted in forty-three states. Thirty-one additional 
applications are pending where continued rises in costs make 
them essential. 


Since the war’s end, we have installed more than 10,000,000 
telephones —a gain greater than in the twenty years before 
1940. 2800 buildings have been built or enlarged, and 
equipped with intricate telephone apparatus. Millions of 
miles of new talking channels have been put into service. 
While improvements in existing services were being made, 
new methods and techniques have been introduced including 
mobile telephones, long distance dialing by operators, and 
network television. 


With the traditional spirit of service of telephone men 
and women, and with confidence that the American people 
understand the need for maintaining on a sound financial 
basis the essential public services performed by the Bell 
System, we look forward to providing a service better and 
more valuable in the future than at any time in the past. 


BELL TELEPHONE SYSTEM 





tury years which were divisible by 
400 without a remainder would be 
leap years. Thus 1800 and 1900 were 
not leap years, but 2000 will be. 

“Tt is interesting to note that un- 
der this rule the average length of 
the year is only 26 seconds too long, 
and it will take our calendar 3,323 
years to accumulate an error of but 
a single day.” 

Mr. Anderson is satisfied to stop 
at a billion. He declines to set the 
time at which the national debt 


would be paid if it could be reduced 
at the rate of a dollar a minute. 


Forgeries Are Now 
Coming In Batches 


An Illinois banker recently re- 
ported that when his statement 
clerk was counting the checks that 
had been charged against a certain 
customer’s account she discovered 
that 12 of the 13 checks being re- 
turned were forgeries. 
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Lloyd’s Will Insure 
Protectograph Checks 
Abroad 


Insurance issued through Lloyd’s 
of London covering alteration of 
check amounts imprinted by ma- 
chines used in foreign countries is 
now furnished with the Todd Multi- 
Currency Protectograph checkwrit- 
er. 

Until now, insurance coverage on 
the Multi-Currency machine has 
been valid only for machines used 
in the United States. . 

The new policy from the London 
underwriters will be issued for ma- 
chines used anywhere except Rus- 
sia, Poland, Czechoslovakia, Yugo- 
slavia, Romania, Bulgaria, Austria, 
Hungary, Turkey, Albania, Ger- 
many, Italy, Greece, and Spain. 

The Multi-Currency Protecto- 
graph, which imprints amounts in a 
dozen different currencies (dollars, 
pounds, francs, kroner, gulden, etc.), 


Check What You Need And Mail This Form 


. Accounting Machines 

. Adding Machines 

. Addressing Machines 

. Air Conditioning 

. Architects and Builders 


Bandit Resisting Enclosures 
and Alarm Systems 


. Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 


Ledger 


. Bookkeeping Equipment 
. Bronze and Brass Signs 
. Calculating Machines 

. Chairs, Posture, Office 


. Changeable Signs 


Checks 


. Check Book Covers 
. Check Cancelling Perforators 
. Check Endorsers 

. Check Files 

. Check Protectors 

. Check Signers 

. Check Sorters 

. Check Sorting Trays 
. Christmas Savings 

. Coin Bags 

. Coin Boxes 


THE BANKERS SECRETARY 
Rand McNally and Co., 536 So. Clark St, Chicage 5, Ill. 


28. 
29. 
30. 


31. 
32. 
33 

34. 


Coin Changers 

Coin Counting Machines 

Coin Counting and Packaging 
Machines 

Coin Envelopes 

Coin and Currency Trays 


. Coin Wrappers 


Coupon Books 


35. Currency Straps 


36. 
37. 
3 

39. 
40. 
41 
42. 
43. 
44, 
45. 
46. 


47. 
48. 
49. 
50. 
51. 
52. 


Dating Machines and Stamps 
Deposit Ticket Files 


8. Desk Pen Sets 


Duplicators 
Expanding Filing Envelopes 


. Expanding Mailing Envelopes 


Filing Cabinets 

Forms, Machine Bookkeeping 
Forms, One-Time Carbon 
Forms, Continuous 
Inter-Office Communicating 
Systems 

Interest Tables 


Lamps 
Lighting Systems, Fluorescent 


Maps 
Metered Mail Systems 
Money Orders 


. Music Systems 
. Name Plates and Desk Signs 


Please have buying information sent us on the items circled above. 


55. 
> Night Depository Bags 


Night Depositories 


7. Pass Books 


58. Past Due Notices 


. Pay Roll Envelopes 

. Personalized Checks 

. Personal Loan Advertising 
. Personal Loan Systems 


. Photographic Bank Systems 


. Proof Machines 

. Recorders, Voice 

. Rubber Stamps 

. Safes, Fire and Burglar-Proof 


. Safe Deposit Boxes 
. Safe Deposit Records 
. Savings Banks, Home, Pocket 


. Scales, Postal, Parcel Post 


. Seals, Coin Ba: 
. Seals, Corporation, Notary, etc. 


. Storage Files 


. Timeand Delayed Time Locks 
. Time Stamps 

. Travelers Checks 

. Typewriters 

E — Stands 


. Vault Equ 
82. Visible 


uipment 
ecords 
. Windows and Lobby Displays 


is designed especially for banks and 
business firms dealing in foreign 
trade, making it possible for such 
organizations to prepare all of their 
checks on a single checkwriter. 

As in its sister models for United 
States currency only, the Multi- 
Currency Protectograph imprints 
through a ribbon, shredding indel- 
ible ink into the fiber of the paper, 
making it impossible to alter the 
amount without destroying the pa- 
per itself. Additional protection is 
provided through a locking mech- 
anism which prevents operation of 
the machine except by the holder of 
the key. Write to The Todd Com- 


pany, Rochester, N. Y. 


Changeable Bank Signs 
Offered By Nationwide Co. 


A new type of changeable sign for 
banks has been introduced by the 
Nationwide Office Supply Company, 
When not in use as a holiday re- 
minder, these frames can be put to 
work to advertise bank services. 

The De Luxe model may be ob- 
tained in a chromium frame with a 
glass front. Inserts are printed in 
dark blue on white Bristol. A strong 
easel and a wire are attached so 
that the model can stand or hang. 
Prices of the De Luxe model are 
$7.50 for the frame complete with 
holiday inserts only; $9.00 complete 
with service inserts only; $10.50 
complete with both holiday and 
service inserts. 

The standard model, in an un- 
breakable, clear plastic frame, with 
inserts printed in sepia brown on 
White Bristol, is priced at $4.95, 
$6.45, and $7.95. Write the Nation- 
wide Office Supply Company, 97 At- 
lantic Avenue, Brooklyn 2, New 
York. 


Remington Rand Features 


Electric Typewriter Film 


A 15-minute, full color, 16mm. 
sound motion picture featuring the 
advantages of electric typing has 


BANKING ENVELOPES 


For Filing—Mailing—Advertising 


Expanding Envelopes, Envelock Locking 
Envelopes, Safe Keeping Envelo ae. Trust 
Department Files and Credit Files, also 
Special Bank Envelopes. 
Send for complete catalogue in color 
AMES SAFETY ENVELOPE COMPANY 
21 Vine Street Boston, Ma 
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just been released by Remington 
Rand Ine. It is entitled, “The New 
Remington Electric DeLuxe Type- 
writer.” 

It stresses the utility, operating 
convenience and the quality of work 
possible with this addition to the 
line of Remington typewriters. 

The film is narrated by veteran 
announcer Jean Paul King and was 
produced by Seymour Zweibel Pro- 
ductions. 

Prints, together with projection 
equipment and an experienced op- 
erator, are available for free show- 
ing or booking through any one of 
Remington Rand’s branch offices. In 
outlying areas, bookings can be ar- 
ranged through the company’s home 
office at 315 Fourth avenue, New 
York 10, New York. 


Griscombe Offers New Line 
Of Microfilm Readers 


All controls are grouped at the 
operator’s fingertips for utmost effi- 
ciency in the new microfilm readers 


introduced by Griscombe Corpora- 
tion, 50 Beekman Street, New York 
7, N. Y. Operator comfort is further 
assured by opaque projection which 
eliminates translucent screen tex- 
ture and hot spot, frequent causes 
of eyestrain and fatigue. Models to 
project film widths of 16 mm., 





DESK PLATES 


*Reception Desk * Tellers’ Windows 
* Officers’ Desk * Information Desk 


Available in two styles of lettering. Will 
harmonize with any color desk or office. 


PLASTICRAFT PRODUCTS CO. 
16 Hudson St., New York 13, N. Y. 
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CHECKBOOKS WITH A FUTURE 


Of the millions of people who have 
checking accounts, there are perhaps a 
few thousand who want to keep a 
detailed record covering each check 
issued. The remainder require the most 
simple type of record that will give 
them the essential information. For this 
great mass market, we introduced some 
years ago the single-line register to 
replace the conventional check stub, 
and since then have won acceptance 
from several million people who now 
use and like our popular Personalized 


Pocket Checkbook. 


This past year we introduced the same 
type of register in The Secretary, a three- 
on-a-page checkbook for the person 
who keeps his book in his desk at home. 
Substantially the same type of register 
is also used with The Executive, a new 
business-sized checkbook for the exec- 
utive or professional man who keeps 
his book in his desk at the office. 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL ; 
iets ay oh IER, ee 


E LUXE 


CHECK PRINTERS 


These two new checkbooks, together 
with our established pocket style check- 
book, are, in our opinion, the check- 
books with a future. Perhaps they might 
even be termed the checkbooks of the 
future. All three books are personalized, 
bearing the printed name and address 
of the individual. All three have attrac- 
tive covers, gold-stamped with the 
individual's name. All three employ the 
simple, compact, single-line register. 
All three please the public and save 
money for banks. 


When you sell the Personalized Pocket 
Checkbook (200 checks for $1.35), and 
The Secretary (300 checks for $2.00), 
and The Executive (300 checks for 
$2.75), you offer to your customers 
three checkbooks of distinction that 
click with the great majority of people 

. and you recover all your check 
expense and make things easier for the 
people in your operating departments. 
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35 mm., or both are included in this 
new line. 

Microfilmed records are enlarged 
17 or 22% diameters onto a tex- 
ture-free 14 x 14 in. opaque screen 
functionally tilted for visibility. 
Central grouping of all controls 
greatly increases speed of finding 
and reading individual records, as 
film is inserted, lens focused, pro- 
jection head rotated, and film trans- 
ported by the operator without leav- 
ing the chair or even reaching 
around corners. 

Hair-sharp images, high contrast 


and brilliant illumination are 
achieved by a modern optical sys- 
tem. Highly corrected coated lenses 
project pictures of maximum con- 
trast, sharp and clear to the ex- 
treme corners. The image is always 
in focus at any speed of film move- 
ment. Image does not move off the 
screen when the projection head is 
rotated. A high intensity prefocused 
lamp provides brilliant images, even 
under adverse lighting conditions. 
Facsimile photoprints can be quick- 
ly made without a darkroom. 

The entire reader mechanism is of 





COIN COUNTING MACHINES 


Abbott Motor-Driven Coin Counting Machine. A strictly heavy duty 
machine, rapid and durable, especially adapted for the use of 
Federal Reserve Banks, large commercial banks, Railway and 9s 


Traction companies and others having large quantities of 
coins to handle. Has extra large revolving disc and extra 
large tray. Regularly furnished to lock automatically when 
20—25—40 or 50 coins have been counted, or will count 
coins indefinitely into a bag. Furnished to lock semi-auto- 
matically at any multiple of 100 coins. Can also be fur- 
nished to lock automatically on 100—500 or 1000 coins, 
at slight additional charge. 

Can be furnished for foreign coins and tokens at no 
extra cost. 

Other hand and electric models available. 


Bank and Cashiering Supplies 


We can supply most any item needed for handling coins 
or currency. These include various types of coin wrappers 
and currency straps .. . coin, mail bags, bond and security 
bags... lead seals and lead seal press . . . steel trays for 
containing wrapped coins . . . currency trays. Please write 
for catalog describing these supplies and our coin handling 
machines, including coin assorter. 


MODEL No, 7-5 


ABBOTT COIN COUNTER COMPANY 


143rd ST. and WALES AVE., NEW YORK 54, NEW YORK 
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a DURALEX COVER 


e Let him get the feel of its rich, leather-like 
durability. Watch the glance of admiration in his 
eyes. Take pride in the sharp clear detail of the 
embossing. Then, sit back in the satisfaction of 
knowing your DURALEX check book cover costs 
so little and serves so well. DURALEX comes in six 
rich colors. Send for samples and prices and a list 
of banks that use DURALEX covers and pass books. 


DURALEX 


COAST BOOK COVER COMPANY 


810 EAST THIRD STREET, LOS ANGELES 54 © CALIFORNIA 


10 EXCLUSIVE FEATURES 


Sig-Na-Lok 


VISIBLE RECORD SYSTEMS 


FLOOR DIRECTORY 
a INFORMATION 


LOBBY 
LOBBY 
LOBBY 
Lal a4 
La] i a 
BASE 
BASE 

MAIN 


Changeable 
Letter 
and 
Embossed 
Strip Signs 
For every 
Bank 
and 
Building 
Requirement 


TRAIN SCHEDULE 
BUS 
NEWS PAPERS 
3ARBER SHOP 
3EAUTY PARLOR 
2ESTAURANT 
GRILL ROOM 

} CHECK ROOK 





ROOM RATES 
DESK CLERK | | | 
! 


Catalog F-1 sent on request 


ACME BULLETIN CORP. 


| 37 E. 12th St. New York 3, N. Y. 


WASSELL 
ORGANIZATION, Inc. 
Dept. C ¢ Westport, « Conn. 


Please mention BANKERS MONTHLY when writing 
advertisers. 
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PRINTERS FOR THE BANKS 
OF AMERICA 


SIDNEY FELDSER 


Bank Printers @ Lithographers @ Stationers 
Lancaster, Penna. 


For drafts, notes, deposit 
slips and all pads easy to 
secure. Saves time. Made 
rigid-welded,in Art 
Steel olive green only. 
Each clerk needs one. 
Made in three sizes. 


CURRIER MFG. CO. 





| is reduced 
| is protected. 


St. Paul 8, Minn. 


' Currier Mfg. Co., St. Paul 8, Minn 
...6 Pocket, $4, .. 8 Pocket, $5 
. .10 Pocket, $7.50, plus postage. 


Seren 


Address 
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SAVE on CLEANING | 7 
& DUSTING CLOTHS 


Finest, most economical you have ever 
used. Yd. Sq. pieces, 3 to 4 per Ib. Will 
not mar highly polished surface. Highly absorbent, soft, 
durable sacking cloth. Freshly laundered, bleached, and 
ironed smooth. Order by mail, 10 days net, freight collect. 


Minimum 
order 15 Ibs. 


Return at our expense if not pleased. Acme Cotton Products 
Co. Dept. WB-1 2855 W. Lake St. Chicago 12 II. 


simple design and sturdy construc- 
tion. A single manually operated 
handle advances or rewinds an en- 
tire roll of film in less than 25 sec- 
onds. During projection, film is held 
in the focal plane by optical flats. 
Pressure is released automaticaily 
when the film is moved. 


| Remington Rand 
| Announces Improved 


Photocopy Camera 


Greater copying versatility, great- 


| er ease of operation, and complete 
| mobility to permit point-of-use op- 


eration are among the advantages 


eT HMR RIG 


T771, | Offered by an improved high-speed 
| photocopy camera announced by the 
| Photo Records Division of Reming- 
| ton 


Rand. Known as the Record 
Dexigraph, this camera is designed 


| for copying all kinds of business, 


government and ins‘itutional rec- 


| ords, say the manufacturers. 


The Record Dexigraph can be 
rolled on casters from one depart- 
ment to another, wherever the rec- 
ords to be copied are located. They 
can be copied and released for ac- 
tive use or returned to the files in a 
few seconds. The possibility of l-ss 
; confidential informaticn 


No more space is required for the 


| Record Dexigraph than for an ordi- 


nary desk. It plugs into any stand- 
ard 110-volt electrical outlet. Spe- 


| cial wiring or plumbing of ary kind 
| is not required at point-of-use. 


The developing of Dexigraph 
prints is a separate procedure. Ex- 
posed prints are carried in a light- 
tight transfer box to any darkroom 
facility where they can be devel- 


| oped whenever convenient. If de- 


sired, however, the Record Dexi- 


| graph can be operated in conjunc- 


tion with a darkroom. A door in the 
rear of the camera can easily be 
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RECEIVING 
can mean RESELLING 


Time Payments, presented with Alli- 
son's Payment Coupon Books, involve 
no writing—no hunting or selecting 
cards—no window bookkeeping. Just 
stamp the stub “paid,” detach the 
coupon and the job is done. 


Customers like this NO WAITING 
SERVICE. You'll like it, too, because it 
is conducive to repeat business, which, 
in turn, is vital to Consumer Credit 
growth and profits. 


Samples of what we have done 
for others and complete informa- 
tion will be sent upon request. 
Write to head office: Indianap- 
olis 6, Indiana. 


CHECK CERTIFIER 


ke i 
Absolute protection against forgery and alteration 


SECURITY CERTIFIER COMPANY 


5 Beekman Street New York, N. Y. 
Agents Wanted. Protected Territory. 





Complete Line of 
Money Wrappers 


STANDARD PAPER GOODS 


today for MANUFACTURING COMPANY 
Free Somples WORCESTER 8, MASS 
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removed and the Dexigraph backed 
up against an opening in the dark- 
room wall. 

Any record up to 934” x 14” can 
be copied with the Record Dexi- 
graph at same size or at any of five 
reductions down to 50% of original 
size. Larger records up to 14” x 17” 
can be copied at various smaller 
sizes for easier handling and 
filing. Or, any number of smaller 
documents not exceeding those total 


areas can be copied simultaneously. 


A recessed copy table on the Rec- 


| ord Dexigraph makes it easy to copy 


records kept in Kardex or other 


| visible record slides. Limited areas 


of a document can be copied, with 


| confidential material masked out; 


or sections of several records can be 
combined on a single photocopy. 
Positive adjustments and an auto- 


| matic timer make it simple for any- 


one to copy with the Record Dexi- 
graph. The average operator can 
make 300 exposures or 150 fully 
processed photocopies in an hour. 
The Record Dexigraph is of sturdy 
steel construction and finished in 
Gray-Rite. Storage space is pro- 
vided by a built-in-cabinet. Rub- 
ber-tired, ball bearing casters make 
it easy to move the camera. Overall 
dimensions are 36” wide, 64%” high, 
57%” deep. Delivery within 30 days. 
A new booklet on the Record 
Dexigraph is available. Address in- 


| quiries to Photo Records Division, 


Remington Rand Inc., 315 Fourth 
Avenue, New York 10, N. Y. 


Underwood Company Offers 
Typing Position Gauge 


Underwood Corporation has pre- 
pared a Typing Position Gauge to 
assist secretaries and typists to lay 
out typing data on a sheet of paper. 
One side of this 16-inch gauge is 
designed for laying out 10 pitch or 


pica type, and the other for 12 pitch 


or elite type. 


The gauge is particularly valu- 


able in determining the location of 
the center position on a sheet of 
paper, and any desired position to 


the left or right of the center. It is | 


also helpful in finding the number 
of typing characters in any proposed 
typing line, and the number of ver- 
tical lines with a standard ratchet 
spacing of six lines to the inch. 
These gauges are available with- 


out charge at all Uncerwood branch | 
offices throughout the country, or | 
by writing to Underwood Corpor- | 
ation at One Park Avenue, New | 


York 16, N. Y. 
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As Every Banker Knows: 

IT PAYS TO BUY 

ON REPUTATION 
backed by solid 


performance 


BOULEVARD 
IRUS| 
Ct YMPANY 


BROOKLINI 


a ce ee 


NEWMAN 
NAMEPLATES 


Dern to perfection in the 
modern Newman plant, of im- 
pressive, imperishable bronze and 
aluminum . . . famous for finer qual- 
ity since 1882. 


FREE FOLDERS 


Write TODAY for co'or‘ul, illus- 
trated folders filled with ideas for 
modern signs. No obligation on 
your part. 


NEWMAN BROS., Inc. 


Dept. B-M Cincinnati 3, Ohio 


INULIN 


SPEED UP 
COIN 


Saves time and speeds up counting of pennies, 
nickels, dimes, quarters, and halves. Just push 
tubular wrapper up inside of Bakelite stem, 
holding bottom closed with finger. Count 
coins into hopper. Pull wrapper from bottom 
ond crimp ends. In five sizes. 


SET OF 5S SIZES 


aauud 


The €. Le DOWNEY Company 


HANNIBAL, MISSOURI 
Worldi Largest Mp4. of Coin Wrappers 





Of the nation’s 38,000 companies employ- 
ing 100 or more people, over 20,000 firms 
are operating the Payroll Savings Plan— 
the popular system by which employees 
invest in U. S. Savings Bonds every pay- 
day. These companies report internal 
benefits from the Plan: reduced absen- 
teeism, lower accident rate, increased 
production. Such results are, of course, 
manifestations of the sense of greater 
security the employees feel as their invest- 
ment in Bonds grows. It naturally follows 
that employee-employer relations improve 
as well. 


HOW TO GET THE MOST GOOD 


Obviously each company benefits in pro- 
portion to the percentage of its employees 
who participate in the Plan. Nation-wide 
experience indicates that 50% of the 
employees in your company can be per- 
suaded to participate without high-pressure 
selling. Here are five steps which have 
proved to be the “magic formula” for 
putting over the Plan. They will get 
results for you: 


YOUR EMPLOYEE 


1. See that a top management man 
sponsors the Plan. 


THIS FIVE-STEP 


2. Secure the help of your employee 
organizations in promoting it. 


3. Adequately use posters and leaflets 
and run stories and editorials in company 
publications to inform employees of the 
Plan’s benefits to them. 


Aig 


ANY 


4. Make a person-to-person canvass, 


WY 


EVERYBODY BENEFITS! 


7,500,000 workers are regularly buying an individual 
average of $20 of Savings Bonds per month. These people 
are gaining financial security—are putting more ‘oppor- 
tunity into their futures—because at maturity every $3 
invested will pay $4. 

Business and the national economy benefit too. Savings 
Bond dollars are deferred purchasing power—an assur- 
ance of good business during the years to come. 


once a year, to sign up participants. 
These first four steps should win you 


40-60% participation. Normal employee 
turnover necessitates one more step: 


5. Urge each new employee, at the 
time he is hired, to sign up. 


Check up on the Payroll Savings Plan in your company. 
If fewer than half of your employees are participating. 
you have a lot to gain by following the five-step program 
outlined here. All the help you need is available from your 
State Director, U. S. Treasury Department, Savings 
Bonds Division. While it’s on your mind, why not call 
him right now? Or write the Treasury Department, 
Washington 25, D. C. 


The Treasury Department acknowledges with appreciation the publication of this message by 
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This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and the Advertising Council. 
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dank Notes..... 


In April Bankers Monthly, the caption under this picture incorrectly 
identified these men as being new members of the Bank of America’s 
Quarter Century Club. We are sorry for the error. These newly elected 
officers of the First and Merchants National Bank, Richmond, Virginia, 
are Randolph W. Nuckols, Stewart K. Materne and T. Kenneth McRae, 
who were appointed vice presidents. John D. Whitehurst, T. N. Muhlfeld 
and William F. Penn, Jr., were made assistant vice presidents. John 
Tyler, Jr., was elected an assistant cashier. 


* 
Merchandise National 
Bank Elects 
Van Antwerp President 


F. W. Van Antwerp was elected 
president and a director recently of 
the Merchandise National Bank of 
Chicago. R. L. Redheffer, formerly 
president and chairman of the board 
of directors, will continue as chair- 
man. 

Until recently, Van Antwerp was 
president of the Associates Invest- 
ment Company of South Bend, Ind., 
and previously was president of the 
First Bank and Trust Company of 
South Bend. He is a past president 
of the Indiana Bankers Association, 
and past chairman for the Depart- 
ment of Finance Institutes of the 
State of Indiana. 


* 


Security-First Announces 
Recent Staff Changes 


Three staff promotions, a retire- 
ment and a directorship were an- 
nounced recently by the Security- 
First National Bank of Los Angeles. 

John J. Pike, president of the 
Republic Supply Company of Cali- 
fornia was elected a member of the 
bank’s board of directors. George C. 
Cook, head of the bank’s inheritance 
tax division, retired at the end of 
March after 42 years with Security- 
First. 
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* 

Staff appointments were made to 
Frederick G. Larkin, new vice presi- 
dent, Frederick Nesbitt, assistant 
cashier, and Philip C. Weigand, as- 
sistant manager of the bank’s Tu- 
lare branch, 

* 

Arthur E. Stoddard, president of 
the Union Pacific Railroad, was to- 
day elected a member of the board 
of directors of The Omaha National 
Bank. 

Stoddard succeeds G. F. Ashby, 
former president of the Union Pa- 
cific, who resigned recently because 
of ill health. 

* 


California Bank Promotes 


Gustav Riedlin was appointed as- 
sistant vice president and manager 
of the foreign department of Caii- 
fornia Bank recently. 

Riedlin is past president and past 
chairman of the board of the For- 
eign Trade Association of Southern 
California, former chairman of the 
Foreign Commerce section of the 
Los Angeles Chamber of Commerce, 
and vice chairman of the Harbor, 
Foreign Commerce and Shipping 
Committee. 

* 

Stuart H. Smith, vice president, 
First National Bank in St. Louis, and 
William D. Walsh, assistant vice 
president, Mississippi Valley Trust 
Company, have been appointed 


chairman and vice chairman, re- 
spectively, of the Metropolitan St. 
Louis U. S. Savings Bonds Com- 
mittee. This committee will promote 
the sale of bonds during the U. S. 
Treasury’s Opportunity Bond Drive, 
from May 16 through June 30. 


~ 
NABAC Appoints Secretary 


Harry E. Mertz was appointed 
secretary to the technical commit- 
tees of The National Association of 
Bank Auditors and Comptrollers. He 
succeeds Alvin J. Vogel, who re- 
signed to accept a position as vice 
president in charge of operations at 
the Central National Bank in Chi- 
cago. 

Mertz will correlate the work of 
the following technical committees: 
Research, Bank Fraud Prevention, 
Committee on Bank Personnel, Di- 
rect Verification, Federal Taxes, 
Savings Banking, Committee on 
Problems of Smaller Banks, and the 
Trust Banking Committee. 

* 

Warren W. Conrad, William P. 
Morgan and John A. Henry have 
been appointed assistant secretaries 
of the Manufacturers Trust Com- 
pany of New York. 


THE BANK OF PERSONAL SERVICE 


ON ZAVH 3M 


THIS UNIT BANK, with 

over $150,000,000 in 
resources, would like to act as your 
Los Angeles correspondent... 
would welcome the opportunity 
to handle your cash and collection 
items...and to be of service to your 
customers when they come to 


Southern California. 


Union ~_— rust Co 


SONVUNSNI LISOdad TVHICII UIGWIW * TIIH ONY HLHOIZ + SEHONVUE 


CORPORATION & FEDERAL RESERVE SYSTEM 
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FIRST i949 edition available now 


@NTY WALL STRELT 
wa pak) 


D. W. RICH 


ND COMPANY 


“nm stares 
‘SECURITIES 


Neon Servet, New York 5. N.Y. 


H. L. Nichols, Dallas utility ex- 
ecutive, was selected a director of 
the Mercantile National Bank, Dal- 
las, Tex. 

* 

Charles H. Hoeflich has been ap- 
pointed assistant vice president of 
the Philadelpiia National Bank. 
Appointed to the post of assistant 
cashier were Joseph I. Casey, T. 
Russell Greene and Chester I. War- 
ren, Jr. 

* 

T. E. Ivey, Jr., vice president, and 
Michael Donnelly, advertising man- 
ager, California Bank, Los Angeles, 
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have been appointed heads of hotel 
and publicity committees, respec- 
tively, for the 1949 California 
Bankers Association Convention to 
be held at the Huntington Hotel in 
Pasadena, May 22-24. 

* 

Victor Clark, former treasurer of 
The Commercial National Bank of 
Little Rock, Ark., has been elected 
assistant vice president of the First 
National Bank in Dallas, and will 
assume duties immediately in the 
correspondent bank department. 

Clark was with the Federal Re- 
serve Bank from 1921 to 1947, at 


which time he resigned his duties 
as manager of personnel-banking 
house department to become treas- 
urer of the Commercial National 
Bank of Little Rock. He has been 
active in the A.LB., Arkansas Chap- 


ter, having served as president from 
1940-41. 


* 


Maclean And Dwight 
To Serve 


Rod Maclean and Floyd L. Dwight 
were elected to the board of direc- 
tors of the Financial Public Rela- 
tions Association. 

Maclean, assistant vice president 


Rod Maclean Floyd L. Dwight 


of the Union Bank and Trust Com- 
pany of Los Angeles, will serve the 
remainder of the year in place of 
Jerrold Owen. 

Dwight, vice president of the First 
National Bank of Minneapolis, will 
complete the final year of the term 
of Maynard D. Conklin. 

* 


William A. Mitchell, director, vice 
president and member of the execu- 
tive committee of J. P. Morgan and 
Co., Inc., New York, will be the 
president of the Central Trust Com- 
pany. 

He will succeed Charles W. 
Dupuis, who will retire from the 
presidency to become chairman of 
the board of directors. Thomas M. 
Conroy, executive vice president of 
Central Trust Company, will con- 
tinue to serve in that capacity. 

* 


The Bank of the Manhattan Com- 
pany, celebrated recently the 150th 
anniversary of the granting of its 
charter by the New York Legisla- 
ture in 1799. 

The bank is one of less than 10 
American banks now in existence 
which date back to the 18th century. 
It is the only bank in which the City 
of New York and the State of New 
York are shareholders. It has func- 
tioned as depository of the city since 
1804 and as transfer agent of the 
state since 1818. 
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Elect Three To Todd Board 


Two zone sales managers and a 
branch plant manager were elected 
to the board of directors of the Todd 
Company, Rochester, N. Y. 

Named to the board were George 
H. McGill, manager of the Boston 
Sales office; Robert E. Hall, Jr., 
manager of the Atlanta sales office; 
and Charles P. Hopley, manager of 
the Denver branch plant. 

Exactly half of the newly en- 
larged board of 22 are sales excu- 
tives, former sales executives or 
salesmen. 


* 


Washington Is 28th State 
To Join Par List 


All banks in the State of Wash- 
ington now pay checks at par. The 
recent change to par by the Oak- 
ville State Bank, the last of the non 
par-banks, enabled Washington to 
become the 28th state to join the par 
list. There are approximately 124 
banking institutions in the state. 

* 

Kenneth Birgfeld has been elected 
an assistant vice president and J. 
Everett White has been elected sec- 
retary of the American Security and 
Trust Company, Washington, D. C. 

Birgfeld joined American Secu- 
rity and Trust Company in 1934. 
White has been with the bank since 
1926. 


Quizzes Help Employees 
Learn While They Work 


We have been using your Bankers 
Monthly Quiz Reprints for some 
time now and believe that they pro- 
vide a good additional source of in- 


ThriftiChecks Now 
Cheaper Than Post 
Office Money Orders 


The First National Bank of Jer- 
sey City, New Jersey has taken ad- 
vantage of the fact that Thrifti- 
Checks are less expensive than post 
office money orders. This bank re- 
cently distributed a circular which, 
in part, reads as follows: 


“The prestige and convenience of 
your own personal checking account 
now costs less than the average 
money order! A ThriftiCheck for 
any amount still costs only 10 cents, 
whereas a post office money order 


for more than $5 costs anywhere 
from 15 cents to 35 cents. The larg- 
est money order that can be pur- 
chased is for $100. If the amount 
to be mailed were more than that, 
the cost would be still greater. 

“Furthermore, there is no waiting 
or standing in line when ycu use 
ThriftiChecks. You can send any 
amount anywhere at any time. Your 
name is printed on the check with- 
out extra cost and delivered to you 
at once. Save time and money by 
opening a ThriftiCheck acccunt to- 
day.” 


No two human beings are ex- 
actly alike. 





MM‘s 
Se-Propelled HARVESTOR 


Guilt to get AAU the Crop! ... 


Hitch up to huskier harvest profits with the MM Self-Propelled Powerflow HARVESTOR, 
the modern mechanized way to get all the crop with economy of time, labor, and 
money. Harvest more acres easier with less waste of time. 

Quality MM features permit MM Self-Propelled HARVEsTOR to open new fields 


without damage to crop. .. to cut parts of the field that ripen ahead of the rest .. . 
to handle irrigated fields easily by gliding over levees and borders. MM’s Self- 
Propelled HARVESTOR saves manpower—only one man required—saves fuel—one 
engine provides both motive power and power for unit — saves your tractor for 
other jobs in harvest time, saves time by unloading ‘‘on the go” or through large 
capacity unloading auger when standing still. 


POWERFLOW DRIVE — MM's “STRAIGHT THROUGH” DESIGN 


MM's Self-Propelled Harvestor has balanced weight and power. Header, cy- 
linder, cleaning shoe, and cleaning fan are easily adjusted to meet all combining 
conditions on all grain and seed crops. Harvesting, threshing, separating, and clean- 
ing are in one continuous, straight-through operation. MM’s Harvestors from 
the “small farm” “‘69”’ to the mighty Self-Propelled are built to get all the crop. 
Get facts on new MM Harvesrtor features including Uni-Matic hydraulic con- 
trols available on all models. 

Heavy-duty steel frame withstands severe strain under rough working conditions. 
Anti-friction ball and roller bearings are used on all high speed or heavy-duty 
shafts. Six cylinder heavy-duty engine is easily accessible for quick servicing. 


formation for our employees, We 
have not made a record of scores but 
believe that each individual score 
throughout the period would aver- 
age out to about the same total.— 
C. J. LaRoue, cashier, The First Na- 
tional Bank, Owatonna, Minn. 


Post Card Checks Confusing 


We are definitely opposed to use 
of a post card check; first, because 
it is not of uniform size. Second, it 


See Your Neighborly Neighborhood MM Dealer For Complete Facts 
does not have the appearance of a 


check; and, should the check be re- 
turned for some reason, the indorse- 
ments which must be put over the 
post office stamp cancellation are 
too difficult to read.—C. H. Carlson, 
cashier, State Bank of De Pere, De 
Pere, Wisconsin. 
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“Stale” Checks Need 
Verification 


“A check is not intended for use 
more than twenty-four hours after 
it is issued.” That is a statement 
made by a well-known bank at- 
torney. He was emphasizing the 
importance of encouraging all cus- 
tomers to cash checks promptly or 
deposit them promptly. 


It is true that a bank can pay, 
and the law allows it to pay, a check 
with a date several months previous 
to the time of cashing. However, it 
is usually not expedient to accept 
checks with a date more than thirty 
days old. Some banks follow the 
practice of contacting the makers 
of checks with stale dates in order 
to be sure that the maker wishes 
them paid at the time they are pre- 
sented. 


| CALENDAR OF EVENTS | 


AMERICAN BANKERS ASSOCIATION 


May 30-June 3. A.1.B., Annual Convention, 
Hote] Multnomah, Portland, Ore. 

June 20-July 7. Graduate School of Banking, 
Rutgers University, New Brunswick, N. J. 
Aug. 17-19. Western Regional Trust Confer- 

ence, Salt Lake City, Utah. 
Oct. 30-Nov. 2. 75th Annual Convention, San 
Francisco, Calif. 


STATE ASSOCIATIONS 


May 2-3. North Carolina, The Carolina, Pine- 
hurst. 

May 5-6. Oklahoma Bankers Association, 
Tulsa. 


May 6-7. South Dakota, Alonzo Ward Hotel, 
Aberdeen. 

May 9-10. Maryland, Hotel Traymore, Atlantic 
City, N. J. 

May 9-10. South Carolina, Ocean Forest Hotel, 
Myrtle Beach. 

May 9-11. Missouri Bankers Association, Hotel 
Muehlebach, Kansas City. 


May 10-11. Tennessee, Hermitage Hotel, Nash- 
ville. 

May 11-12. Indiana, Claypool Hotel, Indian- 
apolis. 

May 12. Delaware, Wilmington Country Club, 


Wilmington. 

May 12-13. Massachusetts, New Ocean House, 
Swampscott. 

May 12-14. New Jersey, Hotel Traymore, At- 
lantic City. 

May 13-14. Alabama Bankers Association, 
Jefferson Davis Hotel, Montgomery. 

May 17-18. Mississippi, Buena Vista Hotel, 
Biloxi. 

May 18-20. Kansas, Kansas City, Mo. 

‘May 18-20. Pennsylvania Bankers Association, 
Hotel Traymore, Atlantic City, New Jersey. 


May 22-24. California, Huntington Hotel, 
Pasadena. 
May 23-25. Arkansas Bankers Association, 


Arlington Hotel, Hot Springs. 

May 23-25. Texas, Texas Hotel, Ft. Worth. 

May 25-26. Ohio Bankers Association, Nether- 
land Plaza Hotel, Cincinnati. 

June 3-4. New Hampshire Bankers Ass‘n and 
Savings Banks Ass’n of New ‘Hampshire, 
jointly, Hotel Wentworth-by-the-Sea, Ports- 
mouth, N. H. 

June 5-7. Oregon Bankers Association, Hotel 
Multnomah, Portland. 

June 6-7. Utah Bankers Association, Sun Val- 
ley Lodge, Sun Valley, Ida. 

June 8-9. Minnesota Bankers Association, St. 
Paul Hotel, St. Paul. 

June 9-11. Wyoming Bankers 
Casper. 

June 13-14. Idaho Bankers Association, Shore 
Lodge, McCall. 

June 15-16. Illinois Bankers Association, An- 
nual Convention, Hotel Jefferson, St. Louis. 

June 15-19. District of Columbia Bankers As- 
sociation, Greenbrier, White Sulphur Springs, 
W. Va. 
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Association, 


June 16-18. Michigan Bankers Association, 
Hotel Statler, Detroit. 

June 16-19. New York State Bankers Associa- 
tion, Annual Convention, Monmouth Hotel 
and Essex and Sussex Hotel, Spring Lake, 
N. J. 

June 17-18. North Dakota, Bankers Associa- 
tion, Annual Convention, Clarence Parker 
Hotel, Minot. 

June 17-18. Vermont Bankers Association, 
Equinox House, Manchester. 

June 18. Nevada Bankers Association, Reno. 

June 19-21. Washington Bankers Association, 
Davenport Hotel, Spokane. 

June 20-22. Wisconsin Bankers Association, 
53rd Annual Convention, Schroeder Hotel, 
Milwaukee. 

June 23-25. Colorado Bankers Association, 
Hotel Colorado, Glenwood Springs. 

June 23-25. Montana Bankers Association, 
46th Annual Convention, Old Faithful Inn, 
Yellowstone National Park. 

June 24-25. Connecticut Bankers Association, 
Equinox House, Manchester, Vt. 

June 24-26. Maine Bankers Association, Spring 
House, Poland Spring. 

June 27-29. Virginia Bankers 
Homestead Hotel, Hot Springs. 


Association, 


OTHER ORGANIZATIONS 


May 12-14. National Association of Mutual 
Savings Banks, Hotel Statler, Washington, 
Dd; <. 

May 18-20. NABAC, Western Regional Con- 
ference, Multnomah Hotel, Portland, Oregon. 

May 23-25. National Office Management 
Assn., Annual Office Equipment Exposition, 
Convention Hall, Philadelphia, Pa. 

May 25-28. NABAC, Eastern Regional Con- 
ference, Mayflower Hotel, Washington, D. C. 

Sept. 19-21. Mortgage Bankers Association 
of America, Annual Convention, Palmer 
House, Chicago, Ill. 

Oct. 9-12. Robert Morris Associates, Annual 
National Conference, General Oglethorpe 
Hotel, Savannah, Ga. 

Oct. 19-22. Financial Public Relations Associa- 
tion, Edgewater Beach Hotel, Chicago, Ill. 
Oct. 23-26. NABAC, 25th Annual Convention, 
Bellevue-Stratford Hotel, Philadelphia, Pa. 


SCHOOLS 


July 24-29. New York State Bankers Associa- 
tion, School of Public Relations, University 
of Syracuse, N. Y. 

Aug. 1-13. Financial Public Relations Asso- 
ciation, School of Financial Public Relations, 
Northwestern Univ., Chicago. 

Aug. 22-Sept. 3. Central States School of 
Banking, University of Wisconsin, Madison. 
Sept. 6-24. Illinois Bankers Association, Trust 
Development School, Northwestern Univ., 

Chicago. 
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department-by-department 


Acceptance for our services today can 


WE ANALYZE 
YOUR NEEDS 


signing like no one else in the country. 















be attributed to a growing awareness But of even greater importance —we 

of the importance of operating methods know BANKING... its function, its 
: . and costs. Today a bank earns a operation, its philosophy, its problems! 
/ profit on its lower operating costs due Approaching your new quarters proj- 
7 to efficient quarters, as wellasfromits ect... department-by-department from 
regular sources of revenue. That’s why a banker's point of view...we are 
: | it is a good investment to work with able to translate your bank’s business 

designers who know the business of — operation into truly functional archi- 
. BANKING, as well as architecture. tecture. Our proved planning tech- 
3 We've completed almost two thousand niques assure you of savings in initial 
, bank projects during the past thirty- construction costs...and savings in 
, seven years. Thus we know bank de- future operating costs! 
g 
9 
3 

OFFICES IN NEW YORK, FT. LAUDERDALE, SAN FRANCISCO, ST. LOUIS 
1 | Over 450 bank projects 
1 since the end of the war... Pe: 
‘S That means 450 individual banks . . . surveyed, oh yr: 
34 studied, redesigned for more efficient, lower-cost ig 
operation. If you contemplate new quarters, let our ° 2 
aan a. pastries help } ti "We ome pr Bank Building amd 

“ building specialists. Get the facts, write us today. Equipment Corporoition 
50 OF AMERICA 
— — & SIDNEY STREETS + ST LOUIS 4. MO 





"HLY 


The imposing stature of the 
American banking system can 
be traced to roots that are deep 
in the soil of sound business 
practice and progressive man- 
agement. 


The recognition accorded 
La Monte Safety Paper is also a 
reflection of sound practice. 
La Monte has made the produc- 
tion of protective papers its only 
concern for more than three- 
quarters of a century —spe- 
cialization that has made this 
product the nation’s standard 
for quality and safety. 


SAFETY PAPER FOR CHECKS | 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 
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